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By ROBERT B. MITCHELL 


FRENCH LICK SPRINGS, IND.— 
Concern over the threat to the A&S 
business in social security expansion 
measures Of the Forand variety was 
easily the dominant note at the an- 
nual meeting here this week of In- 
ternational Assn. of A&H Underwrit- 
ers. 

The key role of the agent in head- 
ing off this menace to the A&S busi- 
ness was stressed by more than one 
platform speaker—including the pres- 
ident of National Assn. of Life Un- 
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derwriters—and it was more often 
than not the topic of conversation 
' when a group of convention-goers were 
chatting in the lobby or in the dining 
room. 

President Oren D. Pritchard of 
|NALU was outspoken on the need of 
selling the public on tne idea that 
private insurance can do the job bet- 
ter and cheaper than the government. 


Must Tell The People 





“We must let the public know,” he 
said, “that we are vigorously policing 
‘our own business, that we are en- 
deavoring to make it serve the public 
in every way that can be done on 
an actuarially and economically sound 
basis; that well over half of the popu- 
lation in the U.S. is now protected with 
some form of A&S policy; that last 
year well over $2% billion in benefits 


Concern Over Forand-Type 


OASI Marks IAAHU Meeting 


was paid out for A&S insurance; and 
that an ever-increasing percentage 
of our population is being included. 

“We must let the public know that 
adequate, but not excessive, insurance 
bought and paid for to provide initia- 
tive and personal ambition and a will- 
ingness to provide for themselves 
rather than have others provide for 
them through taxation of the general 
public is much more in the democratic 
spirit of our system of government and 
will ultimately make for a sounder 
economy than the yet spiraling cost 
and benefits experienced in these last 
three decades in the development and 
mushroom growth of social security.” 


‘Statistics Tell The Story’ 


Expressing the hope that the Sec- 
retary of Health, Education & Welfare 
will have the courage to recognize 
that any further interference by the 
federal government in the A&S busi- 
ness can only lead further down the 
road to socialism, Mr. Pritchard said 
one has only to look at the statistics 
of the A&S business for the last 10 
years to see the constantly better job 
it is doing. 

He warned, however, that when the 
loading on an A&S premium, whether 
for hospitalization, major medical, or 
income replacement exceeds the cost 
of federal government administration 
—which, of course, includes always 
the great amount of waste in govern- 
ment spending, then this loading re- 
sults in excessive benefits and becomes 
subject to public scrutiny and the 
question is raised as to whether this 
is in furtherance of sound public pol- 
icy. 

“The question of government being 
able to spread the burden more equi- 
tably over the entire population is 
nothing more than raising the ques- 
tion of whether we should change 
from a democratic system of govern- 

(CONTINUED ON PAGE 29) 





Metropolitan Survey 
Shows 81.7% Oppose 
Variable Annuities 


NEW YORK—A substantial major- 
ity of life insurance companies in the 
US. are opposed to the sale of vari- 
able annuities to the general public, 
Frederic W. Ecker, president Metro- 
politan Life, this week told a press 
conference, during which he elaborat- 
ed on the report of a Metropolitan sur- 
vey given by Milton A. Ellis, 3rd 
vice-president, to a meeting of the 
Subcommittee on variable annuities 
and pension plan funding of National 
Assn, of Insurance Commissioners. Mr. 
Ellis’ talk was reported in last week’s 
Issue of THE NATIONAL UNDERWRITER. 

Mr. Ecker said the survey was con- 
ducted among 314 presidents of mem- 
ber companies of American Life Con- 


vention, Life Insurance Assn. and 
(CONTINUED @N PAGE 24) 


Macdonald To Head 
New Canada Health 
Insurance Assn. 


J. K. Macdonald, president of Con- 
federation Life, was elected president 
of newly formed Canadian Health In- 
surance Assn. at the organizational 
meeting in Toronto. 

Other officers elected are R. D. 
Heins, Continental Casualty, vice-pres- 
ident; and L. L. Rooke, Dominion of 
Canada General, treasurer. W. Doug- 
las Bell, formerly vice-president of 
Paul Revere Life, was appointed man- 
aging director. 

The new group was formed as a 
result of joint efforts by the All Can- 
ada Insurance Federation, represent- 
ing fire and casualty companies, and 
Canadian Life Insurance Officers Assn., 
representing life companies. 

Offices will be located in Toronto. 


NAIC And SEC Hold 
Their First Parley 
On Variable Annuities 


National Assn. of Insurance Com- 
missioners and representatives of Se- 
curities & Exchange Commission had 
a closed meeting at Boston last week 
during the NAIC convention to spar 
for a few rounds in their new ring of 
regulation of variable annuity con- 
tracts. No hard blows were struck; 
both sides left friends, ready for an- 
other match. 

Thomas Meeker, general counsel, led 
the four-man SEC delegation. The 
NAIC body, officially, was the execu- 
tive committee meeting in executive 
session. 

The commissioners gained the im- 
pression that SEC, as it steps into its 
new role, will perform at the minimum 
level. This is due in part to unfamiliar- 
ity with the problem, in part to lack 
of staff. 

The SEC people gave the commis- 
sioners the feeling that SEC is not 
seeking greater authority. NAIC was 
told that each case will be handled as 
it comes up—there is no pattern. If a 
life company sets up a separate fund 
with which it will write variable an- 
nuities, SEC will regulate the activities 
only of that fund, it will not concern 
itself with the insurance operations. 

With the feeling that a friendly and 
workable arrangement will be devel- 
oped, the commissioners parted with 
SEC on the understanding that when- 
ever a situation arises or a plan is 
evolved for regulation, NAIC will be 
informed by SEC and another session 
will be scheduled. 


Insurers File With SEC 


Participating Annuity Life of Fay- 
etteville, Ark., and First National Life 
of Phoenix have filed registration 
statements with the Securities & Ex- 
change Commission. Participating An- 
nuity seeks registration of $2 million 
in variable annuity policies and First 
National seeks to register 75,000 shares 
of common stock to be offered for pub- 
lic sale at $12 per share. 

SEC said that Participating Annuity 
is a stock company organized in 1954 
and that assets held for the benefit of 


variable annuity. policyholders are 
(CONTINUED ON PAGE 29) 


NAIC Shows 
Willingness To 
Tackle Issues 


Threat Of Government 
Intervention May Be Cause 
Of New Spirit Of Action 


National Assn. of Insurance Commis- 
sioners at its 90th annual convention 
last week in Boston was confronted 
with only one issue which demanded 
some kind of action; but instead of re- 
laxing the association ran off one of 
its most interesting meetings. The life 
and A&S people came with no prob- 
lems at all and the only subject in that 
area receiving special attention was 
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President: Paul A. Hammel, Ne- 
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Vice-president: Sam N. Beery, 
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(3); Gerber, Illinois (4); Apedaca, 
New Mexico (5), and McConnell, 
California (6). 

Zone chairmen; 1, Howell, New 
Jersey; 2, Gold, North Carolina; 
3, Long, Tennessee; 4, Jensen, North 
Dakota; 5, Hunt, Oklahoma; 6, 
Sullivan, Washington. 


Alfred N. 











variable annuities. The fire and casu- 
alty representatives were in an uproar 
over the report on statistical, rating 
and filing problems of multiple line 
coverages. Word of the crisis in this 
field spread to the life people who 
were on hand in large numbers Wed- 
nesday morning to hear a spirited de- 
bate which even to an outsider was 
the high point of excitement during 
the meeting. 
(CONTINUED ON PAGE 28) 





A note of glamor 
is added to the an- 
nual meeting of 
Maryland Life Un- 
derwriters Assn. at 
Silver Spring by 
stage, screen and 
TV star Celeste 
Holm. Miss Holm 
attended the lunch- 
eon as guest of 
Robert K. Gray, 
secretary of pres- 
ident Eisenhower’s 
cabinet, who was 
luncheon speaker. 
From left are 
Francis H. Evatt, 
American Nation- 





al, Greensboro, N. C., speaker at the meeting; Miss Holm; Fred C. Hill, American 
National, Silver Spring, outgoing president of the association, standing, and Mr. 


Gray. 
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Ready Is Elected ALC Medical Section 
Chairman; 165 Attend Annual Meeting 


Dr. James H. Ready, General Amer- 
ican Life, was elected chairman of the 
medical section of 
American Life 
Convention at the 
annual meeting at 
Hot Springs, Va., 
succeeding Dr. Jo- 
seph Travenick Jr., 
Occidental Life of 
California. The 
meeting was. at- 
tended by 165 
medical directors 
representing 145 
member companies 
of ALC. 

Other officers of the medical sec- 
tion are Dr. W. H. Scoins, Lincoln Na- 
tional, vice-chairman; Dr. Paul J. 
Langner, Provident Mutual Life, 
member of board of managers; and 
Dr. J. Grant Irving, Aetna Life, pro- 
gram chairman. Dr. J. R. B. Hutchin- 
son, Acacia Mutual, was reelected 
secretary. 

Tells Of Pressure 


One of the most significant pres- 
sures on the insurance business and 
the medical profession is the threat of 
government action to enter the health 
insurance field, according to Morton 
D. Miller, vice-president and associate 
actuary, Equitable Society. During the 





Dr. J. H. Ready 


85th Congress over 300 bills were in- 
troduced to amend the social secu- 
rity law. Of particular interest to the 
health insurance business and medi- 
cine were proposals which would ex- 
tend social security to encompass 
health care for those over 65 and their 
dependants. These proposals contem- 
plate a definite broadening of the so- 
cial security concept. For the first 
time, the government would under- 
take to provide services as distin- 
guished from payment of a _ cash 
allowance to be utilized by the bene- 
ficiaries as they saw fit. 


Only To Those Over 70 


Similar measures have been pro- 
posed in the current session of Con- 
gress, and it is anticipated that major 
efforts will be directed toward pro- 
viding hospital and nursing care only 
to those social security beneficiaries 
over age 70. 

Other activity in Washington, he re- 
ported, includes the investigations of 
the O’Mahoney subcommittee into 
“the business of insurance” which is 
still going on; the Senate labor sub- 
committee headed by Sen. McNamara 
to investigate the problems of the 
aged and aging; and aé_ resolution 
which would establish a commission 
for two years to make inquiry into 

(CONTINUED ON PAGE 31) 





LAAHU Keynoter 


Tells How To 


Spot, Cure New Agents’ Fear 


Even with an excellently qualified 
new agent, the big obstacle that the 
manager has_ to 
watch for is fear, 
said Chester Elson, 
general agent of 
Mutual of Omaha 
at Des Moines, the 
keynote speaker at 
the annual conven- 
tion of Internation- 
al Assn. of A&H 
Underwriters at 
French Lick 
Springs, Ind. 

Mr. Elson, a past 
president of the 
Indiana A&S association, gave his pre- 
scription for meeting the problem of 
fear, and followed this with some tested 
approach ideas. 

Fear, which Mr. Elson said is nothing 
but misplaced courage, rises from these 
causes: 





Chester Elson 


1. Lack of knowledge, which 
shouldn’t exist if training is properly 
handled. 


2. Fear that comes from the shell- 
shock of “NO,” “NO,” “NO,” “NO,” 
until the agent dreads to ask the 
prospect to buy for fear he’ll get an- 
other “NO.” One day of field super- 
vision at the right time can prevent 
this fear. 

3. Emotional problems, such as lack 
of cooperation from the agent’s wife, 
or financial problems, can develop fear. 
This can be eliminated in many cases 
by management, understanding, and 
direction. Psychiatric help may be 
needed in some extreme cases. 

4. Physical illness—the agent should 
see a doctor. 

5. Overwork. This seldom happens 
in the insurance business. However, it 


is possible for the agent to over-worry 
and think he is overworking. Super- 
vision and field training can correct 
this. 

6. Lack of aptitude—get out of the 
business. 

“Self-conquest is the greatest 


(CONTINUED ON PAGE 22) 


75% Of NALC Members 
Expected At Annual; 
Program Is Complete 


Advanced registration for the an- 
nual convention of National Assn. of 
Life Companies, at Castle-in-the- 
Clouds, Chattanooga, July 23-25, is 
the association’s largest and attendance 
is expected to be some 75% of the 132 
member companies. 

Sessions will begin Thursday morn- 
ing and will include the presidential 
address by John Wilkins, Citizens 
National. Ellis Arnall, Coastal States 
Life, and chairman of NALC will be 
speaker at the luncheon that day. The 
afternoon will be given over to a panel 
on state regulation moderated by Com- 
missioner Hammel of Nevada, presi- 
dent of the National Assn. of Insur- 
ance Commissioners. 

Friday morning’s program will in- 
clude two panels. One on investments 
will be moderated by Don Willmon, 
United Bankers, and will have as 
panelists J. B. Ford, Life & Casualty of 
Tennessee; William G. Hays Jr., Com- 
mercial Trust, Atlanta, and Ervin At- 
kerson, Republic National. Herbert L. 
Thomas Jr., First Pyramid Life, will 
moderate a panel on variable contracts. 
Other panelists will be William Seam- 
ster, Southern Equitable, and John 
Copeland, Coastal States Life. 

Friday afternoon C. C. Yost, Union 
Bankers, will moderate a panel on 
A&sS operations of life companies made 
up of Wayne Rinson, Standard Life & 


Accident; R. H. Wallace, National 
Life & Casualty; Ira J. McGuire, 
Security Life & Accident; Carlton 


Barker, Coastal States Life, and G. T. 
Holland, Tennessee Valley Life. 

Willis F. Scott, Citizens National 
will discuss agency problems at the 
Friday luncheon. Officers will be 
elected Saturday morning. 

Ohio National Life’s  president’s 
month contest produced $27 million of 
ordinary business during May, a com- 
pany record. 








Walter Weissiner, center, regional vice-president of New York Life’s west 
central region, presents wagon master Tex Serpa his policy covering “untimely 
death resulting from perils of the plains incidental to travel by wagon train.” 


At left is Ralph Phillips, New Yerk Life manager at Kansas City. 


It was all 


part of the re-enactment of a wagon train trip commemorating those of 100 
years ago by emigrants traveling west to Oregon. Following the old trail as 
closely as possible, the trip is part of the publicity for the Oregon centennial in 
Portland this summer. New York Life cooperated by issuing policies to the 


29 members of the wagon train 


in the form of 119-day term cover- 


age. The tie-in was that much of New York Life’s early history was associated 
with the early west and the company issued policies to Oregon Trail pioneers 


in 1859. 
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ALC, HIA And LIé 
Support A&S Bill For 
Government Employes 


Following a conference with men. 
bers of the staff of the Senate pog 
office and civil service committe 
American Life Convention, Healt, 
Insurance Assn. and Life Insurang 
Assn. reaffirmed their support of , 
health insurance program for fede] 
employes in a letter to Sen. Richarg 
L. Neuberger of Oregon. The commy. 
nication to Sen. Neuberger, chairmay 
of the insurance subcommittee, cop. 
cerning his introduction of a bill whic, 
would provide such a program, read; 
as follows: 

“Based on our conference with your 
committee staff yesterday and oy 
understanding of the provisions in the 
bill which you will introduce today, 
the insurance business believes tha 
under this bill it would have an Op- 
portunity to serve government em. 
ployes by offering them a modem 
pattern of health insurance benefits 
which has found wide public accept. 
ance and which currently protects 
millions of employes in private indys- 
try. 

“Practicable Basis” For Program 


“We are of the opinion that the’ 
measure provides a practicable basis | 
for the development of a program of 
health care benefits for federal govern. | 
ment employes, their families and’ 
dependents. Prior to final enactment, | 
we urge careful consideration of the! 
relationship of benefits and costs un- 
der the proposed legislation, because 
although almost all types of health | 
care are indicated in the bill the 
benefits received will necessarily de- 
pend upon the actual number of dol- | 
lars available. 

“We hope that prompt action will 
be taken on the bill and stand ready 
to provide such further technical as- | 
sistance as may be desired.” i 

Under the bill as introduced by Sen. | g 
Neuberger, employes would have al 
choice of four A&S plans: 

—A Blue Cross-Blue Shield basic 
and supplemental benefits package | 
with basic benefits on a service basis, | 
a deductible of $100 and a fixed ceiling 
of 80% coinsurance on the next $1,500 
of expenses. A major medical provi- 
sion would take over after payment of 
basic service charges. 

—One of two types of insurance com- 
nany plans—a package similar to the 
Blue Cross-Blue Shield plan or a pol- 
icy with a deductible and coinsurance 
and providing a wide range of bene- 
fits. 

—An existing employe organization 
plan. 

—A prepaid group practice plan. 





i 
i 
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Foundation Life Insurance 


Service Co. Buys Academy 


ATLANTA—Foundation Life Insur- 
ance Service Co. of Atlanta has pur- 
chased as an investment the Gulf 
Coast Military Academy. The school is 
on a 22-acre tract between Biloxi and 
Gulfport, Miss. The purchase price 
was approximately $250,000. 

Foundation Life Insurance Service 
Co. plans to continue the school on its 
present basis and to add more spaceg_ 
to make possible the accommodation of 
a total of 300 students. 
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Disaster For Blue Cross Could Open 
Way For Federalized System: Gittord 


FRENCH LICK SPRINGS, IND.—If 
the Blue Cross should price itself out 
of the market or go 
bankrupt—a threat 
that many able 
students of health 
insurance consider 
a serious one—the 
government would 
have ample justi- 
fication for step- 
ping in and taking 
over Blue Cross as 
a mechanism for 
administering a 
national hospital- 
ization insurance 
plan as was done with the Ontario Blue 
Cross, said Bruce Gifford, managing 
director of International Assn. of Acci- 
dent & Health Underwriters, in his re- 
port at the annual meeting here of 

Blue Cross, he observed, has slight- 
ly fewer persons covered for hospital- 
ization than do the insurance com- 





Bruce Gifford 


panies, and the figures run to about 
50 million. 

“On the other hand,” said Mr. Gif- 
ford, “the person who makes his liveli- 
hood from the sale of health insurance 
resents many things about the Blues: 
Sales representatives are usually not 
required to pass an examination and 
have a license; hospitals discriminate 
in favor of Blue Cross patients against 
insurance company covered and self- 
paying patients in the matter of charges 
and admission deposits in many in- 
stances; Blue Cross is not required to 
pay similar taxes and maintain similar 
reserves compared to insurance com- 
panies in most states; advertising prac- 
tices of the Blues often imply that 
company coverage is of inferior value. 

“Last year at our convention we 
passed a four-point statement of posi- 
tion concerning the Blues. During the 
course of the year, A&S associations in 
various parts of the country have 
introduced and/or supported bills that 





WE SAID iT 
AND WE’RE GLAD! 


sHE QUESTION ahaa 


SHOULD HEALTH BE A FACTOR 
IN SELECTING NEW AGENTS? 


There’s an old saying that life insurance selling is 
the “best-paying hard work in the world”. While 
the financial opportunities are great, the job does 
place extra demands on physical endurance. 


At a recent conference, this matter was the subject 
of earnest discussion by our managers. Their com- 
bined experience pointed to one conclusion: the 
odds are against a good future for an applicant in 


poor health. 


Result: Every prospective agent is now ‘required to 
pass a thorough physical examination by one of our 


Medical examiners. 


We believe that this policy will accomplish two 


ends: 


It will avoid inevitable disappointment of the ap- 
plicant who is not physically able to do the job. 
And it will help maintain a high level of efficiency 
among those career men and women who serve 


“our” public. 


This series of advertisements first appeared in 1947. Since 


then, we’ve grown from $% 


billion to $2% billion in force. 


Our philosophy has not changed . . . our size has quintupled. 
We like to think these and other basic beliefs had some- 


thing to do with it. 


CALIFORNIA-WESTERN STATES LIFE 


INSURANCE 


HOME OFFICE 





COMPANY 


SACRAMENTO 


would have corrected these ills. It is 
the association’s aim to look further 
into these interrelationships during 
the coming year and to continue to 
promote the measures covered in last 
year’s statement of position.” 

Recalling that the IAAHU and its 
allies had succeeded in defeating com- 
pulsory cash sickness bills that ap- 
peared in 10 states this year, Mr. 
Gifford warned that there is no room 
for complacency. 

“California, which put in such a 
plan 13 years ago, is almost certain 
to raise benefits to $65 a week, thus 
driving insurance companies out of the 
market and relegating them to the 
role of the companies in Canada that 
are permitted to write only supple- 
mental benefits,” he said. 

In other state legislative matters, 
cancellation, tax, solicitation, licensing 
and other bills affecting health insur- 
ance were introduced throughout the 
country. Although several detrimental 
measures came close to passage, no 
major restrictive legislation has been 
imposed thus far on the business in 
the various states. This is indeed a 
testimonial to the effectiveness of the 
International and its affiliates. 


Areas To Watch 


“Areas to watch in upcoming state 
legislative sessions: Conversion and 
continuation of coverage; credit insur- 
ance; over-insurance and duplication 
of coverage.” 

Mr. Gifford said the IAAHU had “an 
unprecedented banner year,” with an 
increase in membership, and new as- 
sociations being formed in nine areas. 
He particularly praised the job done 
on membership development at Des 
Moines by the Central Iowa associa- 
tion, under the leadership of Rollie 
Slotten of Inter-State. Its membership 
is now the greatest in IAAHU, going 
from 99 to 167 in nine months. He 
also cited other associations that have 
done outstanding jobs during the year. 


Earl Schwemm Agency 
In 180 Month Record 


The Earl M. Schwemm agency of 
Great-West Life, Chicago, has estab- 
lished what the company believes is 
an industry record of consistent mil- 
lion-dollar production. June has be- 
come the 180th consecutive month in 
which the agency has placed more than 
$1 million. This consistent production 
—which has actually averaged closer 
to $2 million—has made the agency 
not only tops in the company, but one 
of the most successful in the U. S. 

Mr. Schwemm, a CLU, has been 
with the company 23 years, taking over 
a modest agency in Chicago in 1936. 
That year sales were about $1,600,000. 
Within two years the agency ranked 
first and maintained that position for 
18 of the next 21 years. 

Since World War II, Great-West 
Life has expanded substantially in the 
U. S. New offices have been opened 
in territories surrounding Chicago, re- 
sulting in a large-scale transfer of 
policyholders and potential business 
from the Schwemm agency. Despite 
these changes, the agency’s business 
has grown every year. Today it ad- 
ministers business *in force of more 
than $186 million, exclusive of the 
company’s second largest group opera- 
tion in the U.S. and a _ substantial 
volume of A&s. 


State Mutual Life individual sales 
in May increased 7% and for the first 
five months were $83,600,000, a 5% 
gain. A&S premiums climbed 75%, 
and new A&S business for the five 
months was up 72%. 
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Hear Suggestions For 
Better Harmony Betwee, 
Selves And Field Force 


Sales and underwriting functions 
must harmonize lest the orderly 2Towth 
of a company be 


greatly handicap- 
ped, Walter K. 
Fritz, 2nd_ vice- 


president and un- 
derwriting director 
Northwestern Na- 
tional Life, told 
members of Chica- 
go Home Office 
Life Underwriters 
Assn. at the June 
meeting. 

Mr. Fritz said 
the underwriting 
department can do a number of small 
but important things to enhance it: 
relationship with the agent. Among 
these are a willingness to: 

1. Compliment agents on a job wel] 
done. 

2. Handle rush cases when there js 
legitimate cause for expediting. 

3. Advise the field force if and when 
underwriting shortcuts are being em. 
ployed. 

4. Furnish agents with all possible 
information on substandard cases, 

5. Advise agents of underwriting 
changes, whether they be of a liberal 
or conservative tenor. 

6. Preach the gospel of inspection 
reports to agents. Make sure they ad- 
vise their clients that confidential in- 
vestigations are ordered by the com- 
pany on every applicant, to avert mis- 
understanding by the client. 

7. Furnish underwriting education 
to the field force. 

8. Study use-of-amendment forms. 

9. Notify managers and agents of 
the results of underwriting perform- 
ances. 

If these 
applied, he 





WALTER K. FRITZ 


suggestions are seriously 
said, the net result would 


be smoother underwriting functioning, | 


lower volume of correspondence and 
lower expenses. 
Conn. General Reduces Term Rates 
Connecticut General has _ reduced 
premium rates on five-year renewable 
and convertible term plans at most 
ages. Also lowered are premium rates 
on its five-year convertible term plans. 
Rates for both plans will be further 
reduced under Connecticut General’s 
quantity discount policy for face 
amounts of $10,000 or more. In all 
states, women will be able to purchase 
the plans at the same rate available to 
men three years younger. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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Text Of N. Y. Ruling 
On Unincorporated 


Business Tax Given 


Here is the full text of the ruling 
obtained by the New York State Assn. 
of Life Underwriters from the New 
York state tax commission with re- 
spect to the liability of life insurance 
soliciting agents for the unincorporated 
business tax: 

“Inquiries have been received as to 
the application of article 5 of the unin- 
corporated business income tax regula- 
tions to life insurance soliciting agents. 

“A full-time life insurance soliciting 
agent whose principal activity is the 
solicitation of insurance for one life 
insurance company and who is forbid- 
den by contract or practice from plac- 
ing insurance with any other company 
without the consent of his principal 
company; who uses office space pro- 
yided by the company or its general 
agent, is furnished stenographic as- 
sistance and telephone facilities with- 
out cost, is subject to general and 
particular supervision by his company 
over sales, is subject to company es- 
tablished production standards, will 
generally not be subject to the unin- 
corporated business tax on commis- 
sions received from his prime com- 
pany, regardless of the provisions of 
the agreement existing between him 
and the insurance company, but com- 
missions received from other compan- 
ies will be subject to such tax. 


Is Considered Independent 


“Such am agent shall generally be 
considered an independent contractor 
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by his principal company, or where, 
for example, he, himself, employs one 
or more permanent employes (rather 
than temporary help employed from 
day to day when needed), paying their 
‘salaries which are not specifically re- 
‘imbursed to him. 

“In every case all the relevant facts 
and circumstances will be considered 
before a decision is made whether or 


‘not the agent is subject to the unin- 


corporated business tax.” 
Full Text Is Given 


Here is the full text of the ruling 
of the tax commission with respect to 
withholding of the state personal in- 
come taxes on commissions paid to 
life insurance soliciting agents: 

“By ruling of this date, it has been 
determined that, under certain cir- 
cumstances, a full-time life insurance 
soliciting agent, whose principal acti- 
vity is the solicitation of insurance for 
one life insurance company, is not 
subject to unincorporated business in- 
come tax on the commissions received 
from such company, regardless of the 
provisions of the agreement existing 
between him and the insurance com- 
pany. In the interest of uniformity and 
simplicity of administration, no with- 
holding will be required on such 
commissions paid by the insurance 
company. 

“The insurance company is required 
to render annual information returns 
under th provisions of section 366(10) 
of the tax law with respect to the 
commissions paid to the agent. 

“The agent is required to file de- 
clarations of estimated income tax un- 
under the provisions of section 366(10) 


the tax law, if the aggregate amount 


of such commissions and his other 
Mcome not subject to withholding can 
teasonably be expected to exceed the 
total of his exemptions plus $100, or 
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if he can reasonably expect to exceed 
the limitations prescribed by such 
section of the tax law with respect to 
aggregate gross income and net capital 
gain.” 

The list of the rulings appeared in 
the June 13 issue. 


Carmine DeSapio Joins 
N. Y. Brokerage Firm 


Carmine G. DeSapio, Democratic na- 
tional committeeman from New York, 
and secretary of state in Gov. Harri- 
man’s administration, has joined Jay 
B. Rappaport, New York City life and 
general lines broker, as vice-president. 
He will have public relations and sales 
duties. Mr. DeSapio said the firm will 
not solicit city or state business. 


Cal. Life Agents’ Anti 


Green River Bill Now Law 


Gov. Edmund G. Brown of Cali- 
fornia has signed into law the Cali- 
fornia State Assn. of Life Underwriters’ 
“anti Green River” bill. The measure 
declares that state insurance licensing 
precludes local licensing ordinances. 
Life agents have, from time to time, 
been required by municipalities to 
possess city licenses in addition to a 
California license. The solicitation con- 
trol ordinances are generally modified 
versions of the Green River, Wyo., or- 
dinance, the first so adopted. 

By spelling the matter out in statutes, 
the association hopes to prevent the 
original enactment of some or all of 
such ordinances in the future and make 
the repeal of present ordinances easier. 
It was pointed out during the testi- 
mony that life agents during the past 
three years have expended considerable 
effort in securing exclusions for agents 
in such local ordinances, and, as a re=- 
sult of discussions with local officials, 
no city passed a licensing ordinance 
applicable to life agents. 


Gen. Mark Clark To Speak 
At NALU Annual Meeting 


Gen. Mark W. Clark (ret.), president 
of The Citadel, the military college of 
South Carolina, and well known World 
War II military leader, is the first 
speaker to be announced for the an- 
nual convention of NALU at Phila- 
delphia, Sept. 20-25. Gen Clark will 
appear at the Wednesday morning 
general session. He will discuss current 
threats. to American security and in- 
dependence. 


Conn. A&S Club Elects 
Fred Brinkmeyer, Others 


Fred L. A. Brinkmeyer of Home In- 
demnity, New Haven, was elected pres- 
ident of Southern Connecticut Assn. of 
A&H Underwriters at its annual meet- 
ing. He succeeds Dwight C, Long of 
Mutual of Omaha. Jules Laghi of Mon- 
arch Life was elected vice-president of 
the association, and Bess Myers of Con- 
tinental Casualty, secretary-treasurer. 


American Investors Corp. 


To Acquire Two Companies 

The directors of American Investors 
Corp. have approved an agreement 
calling for the acquisition of City Na- 
tional Life and American Investors 
Life, both of Houston. The action, which 
has been approved by the Tennessee 
commissioner, will, when completed, 
more than double the amount of life 
in force by American Investors group 
of companies. 

Warren M. Fleming, chairman and 





president of both Texas companies, 
said the boards of each have ap- 
proved the agreement, and approval by 
the Texas commissioner is expecte 
shortly. 

The transaction will increase life in 
force of American Investors Corp. 
from $36 million on June 1 to about 
$74 million. City National has about 
$2 million in force and American In- 
vestors Life of Houston $36 million. 
Total assets, as a result of the move, 
will increase from $10.9 million to 
$15.7 million. 

The two Texas companies will be 
the fifth and sixth to join American 
Investors Corp. since it began opera- 
tions in April, 1958. 


Mass. Mutual Wins GAMC Award 

Massachusetts Mutual has received 
the 100% membership award of Gen- 
eral Agents & Managers Conférence 
of NALU for having every agency head 
a GAMC member in good standing. 
Leland J. Kalmbach, president, ac- 
cepted the award presented by Robert 
B. Pitcher, secretary of GAMC and 
general agent of John Hancock at 
Boston, during ceremonies at the home 
office. 
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Governor Signs Conn. 
Pension Bill: Permits 


Common Stock Investing 


HARTFORD—Gov. Ribicoff has 
signed a bill which permits Connecti- 
cut life insurance companies to set up 
segregated pension, retirement and 
profit-sharing funds which can be in- 
vested in common stock. 

Only the employer’s contribution 
may be so invested, through an agree- 
ment between the insurer and the em- 
ployer, which also provides a method 
of choosing the stock to be purchased. 
Profit or loss in these segregated ac- 
counts would not effect the general 
run of insurer’s assets. 

Under the new law, Connecticut 
companies should be in a better posi- 
tion to compete with the big New York 
banks. 

The bill also specifies that any Con- 
necticut company can enter into this 
type of coverage by resolution of its 
directors and approval by the commis- 
sioner. 

Sales of Indianapolis Life in May 
were 25.4% ahead of May, 1958. 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. 
and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
” one of the busiest, too! 


There are several reasons 


Contra Life 
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ASSETS | $165 Million 

SURPLUS | $133, Million 
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LIC Holding Its 50th 
Convention This Week 


Life Insurers Conference is holding 
its annual meeting at White Sulphur 
Springs, W. Va., this week with Rich- 
ard B. Evans, president of Colonial 
Life, president, presiding at the open- 
ing session. Among the features of the 
three day meeting are addresses by 
Valentine Howell, executive  vice- 
president of Prudential; B. N. Wood- 
son, president Home State Life, and a 
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report by Mr. Evans. J. W. Scherr Jr., 
chairman of Inter-Ocean, will report 
on conference activities. 

Panels on field problems are being 
moderated by W. Sheffield Owen, vice- 
president Life of Georgia, and Lloyd 
A. Brewer Jr., agency vice-president 
Equitable Life, D.C. 

The closing scheduled event is an 
open forum on current problems with 
discussion on matters selected by 
members as the result of a question- 
naire. 

Martin B. Williams, executive vice- 
president, will give his annual report. 


Unique Manual Digest 
For 1959 Is Off Press 


Providing literally encyclopedic cov- 
erage of both the two major divisions 
of life insurance facts and figures, and 
treating a total of 1,181 life companies 
in 1,640 pages, the new 1959 “Unique 
Manual of Life Insurance” has just 
been published by the National Under- 
writer Co. Now in its 61st annual 
edition, the “Unique Manual” is truly 
unique in that it is the only annual 
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Million Dollar Agencies with Guarantee Mutual Life 


The Guarantee is proud to salute the 32 men whose agencies 
wrote more than a million dollars of insurance in 1958. Their 
achievements led The Guarantee to another year of remarkable 
sales growth, based on a proven agency-building program. 

If you’d like complete information on the advantages offered 
by The Guarantee — advantages which lead the way to agency 
success — we invite you to write directly to 


J. D. ANDERSON, Executive Vice President 
8721 Indian Hills Drive, Omaha 14, Nebr. 





Dallas, Tex. 


R. O. Kiplinger, C.L.U. 
Omaha, Nebr. 





Irwin Ruppel 
Denver, Colo. 
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reference publication that provide, 
broad information on the financi*l ang 
operating figures of the companies anq 
also presents comprehensive data con. 
cerning policies, rates, dividends, val. 
ues, settlement options, etc. 

Consisting of two major sectioiis ang 
many important subsections, the Uni. 
que Manual contains the answer t 
practically any question about a life 
company or its policies that life insur. 
ance field workers are likely to neg 
in their daily work. Large, mediun 
size and small companies are all shown 
in this widely used authority. There jg 
even a special listing of companie 
that have gone out of business 
changed their names or merged since 
1920. 

The first 976 pages of the Unique 
Manual present the latest policy pro. 
visions and the figures concerning 
these policies all arranged in a stand. 
ard easy-to-use manner. More rate 
value, cost and settlement option jin. 
formation is provided in this section 
of the Unique Manual alone than js 
available from any other life insurance 
reference book. Among the special 
subjects covered in sub-sections are 
juvenile insurance, single premium 
rates, industrial policies, reserve tab- 
les, and the incomes payable under 
settlement options of contracts issued 
many years ago. 

An important sub-section of 132 
pages gives the complete list of al] 
policy forms not shown in the regular 
rate pages, with illustrative rates and 
explanations. Over 10,000 contracts are 
treated in this sub-section, with all of 
the information presented in compact 
and systematic form. Thus, from these 
1,000 pages, one may obtain informa- 
tion on practically all the recent in- 
novations in life insurance, including 
family policies, contracts with high 
early cash values, those with premi- 
ums graded by policy size or with 
lower rates for women, and all the 
other recently changed rates, divi- 


dends, etc., which have occurred dur- 


ing the past year. 

Following the policy and rate in- 
formation, comes the large section in 
which are presented all the official 
significant facts and figures concern- 
ing the companies. For all of the 
major companies, all factual informa- 
tion of consequence is shown in detail. 
For companies with less than $15 mil- 
lion in force, of which there are now 
close to 600, considerably briefer in- 
formation is presented, including data 
concerning a very considerable num- 
ber of companies not shown in any 
other similar reference work. 

For all of the larger companies, 
there is a brief history, a record of 
changes in dividends to policyholders, 
detailed “statistics by years” and some 
60 or more significant items from the 
annual statement and gain and loss 
exhibit of each company, including a 
detailed analysis of its business in 
force. 

Following the statement figures is a 
paragraph devoted to bonds, showing 
the yield and amounts of various 
classes, and similar paragraphs con- 
cerning the company’s stocks, mort- 
gages and its real estate, together with 
seven interesting ratios, helpful in 
appraising a company’s _ operations 
which are presented for the last five 
years. 

The Unique Manual is carefully in- 
dexed by topics and by companies. 
Advance copies are now being de- 
livered. Extra copies may be ordered 
for prompt delivery from the National 
Underwriter Co. at 420 East Fourth 
Street, Cincinnati, Ohio, or any Na- 
tional Underwriter office. The single 
copy price is $16 plus postage. 





June 20 








» 20. 1959 


Provides 
anci«l ang 
anes and 
data con. 
ends, val. 


tions ang 
the Unj. 
nswer to 
ut a life 
ife insur. 
y to neg 

Medium 
all shown 
. There js 
OM panies 
businesg 
ged since 


e Unique 
icy pro. 
oncerning 
a stand- 
ore rate 
ption in. 
S section 
> than jis 
Msurance 
> Special 
AONS are 
premium 
rve tab- 
le under 
ts issued 


of 132 
st of all 
> regular 
ates and 
racts are 
th all of 
compact 
ym these 
nforma- 
cent in- 
ncluding 
th high 


premi- | 


or with 
all the 
3, divi- 
ed dur- 


‘ate in- 
tion in 
official 
oncern- 
of the 
1forma- 
- detail. 
15 mil- 
re now 
fer in- 
ig data 
» num- 
in any 


panies, 
ord of 
olders, 
1 some 
ym the 
d loss 
ding a 
ess in 


2s is a 
owing 
arious 
 con- 
mort- 
r with 
‘ul in 
‘ations 
t five 


ly in- 
anies. 
x de- 
dered 
tional 
‘ourth 
’ Na- 
single 


Vines 


june 20, 1959 





LIFE INSURANCE EDITION 


This oontes 


in Wit 





BR Bg : 3 
ae Sedge ticags 





Dust Off Insurance Programs With M-f-L 


The Travelers new More-for-Less plan will help 
you motivate prospects to bring their life programs 
in line with their present standard of living— and 
future needs. 

For the more Travelers life your client buys the 
less each dollar’s worth costs him. His cost per 


thousand goes down in a continuous sliding scale 
as the amount of insurance increases. So he can buy 
exactly the amount of insurance he needs and enjoy 
a maximum discount on every dollar’s worth. 

For details on The Travelers new life program 
call our nearest Branch Office or General Agency. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 
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Metropolitan Celebrates 50th Year 
Of Its Health And Welfare Program 


NEW YORK—A half century of 
campaigning by Metropolitan Life in 
behalf of better health and longer life 
for its policyholders and the general 
public throughout the United States 
and Canada was celebrated at the 
home office. 

During the observance of the 50- 


W. Ecker, president, voiced his assur- 
ance that Metropolitan intends to con- 
tinue its activities in behalf of health 
and safety, and announced the estab- 
lishing by Metropolitan of an award 
in 1960 for the best research in acci- 
dent prevention. It is expected that 
the award will be made in coopera- 
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THE NATURE OF THE DISEASE 
TTS EXTENT. GROWTH AND SPREAD 


ITS CURE AND PREVENTION 


tion with the National Safety Council. 


year anniversary of Metropolitan’s 
“Over the years our fight against 


health and welfare program, Frederic 








You Can Satisfy 
So Many 


HOSPITALIZATION 


Needs... with these Four 


e e 
Great Acco Policies 

New Protector HOSPITAL Policy 
NO limit to the number of days of hospital confinement! Nursing home 
benefits. No cancellation because of health deterioration. Optional 
benefits for in-hospital doctor's calls. High limit benefit for out-patient 
treatment. Surgical schedule includes dental surgery. 

New SENIOR Hospital Policy 
Ninety days room and board benefits. No waiting periods for heart, 
circulatory diseases or cancer except the usual 30 days for sickness. 
Broadened hospital general expense benefit. Surgical schedule includes 
dental surgery. 

Protector MAJOR Hospital Policy 
Pays 100% of covered hospital expenses up to $5,000, after a $300 
or $500 deductible. (Expenses incurred within 3 years). Unallocated 
benefits. Also pays doctor fees when surgery is not performed... and 
75% of the cost of a licensed or graduate nurse. 

IMPAIRED Risk Hospital Policy 
Indemnity limits are 90 days for standard ages and 45 days for senior 
risks (ages 60 to 74) for all accidents and sicknesses other than the SPC 
(Specified Physical Condition). For the pre-existing condition, daily hos- 
pital benefits are paid from 30 to 90 days depending on the impairment. 

These Additional Features: 
1, Level New and Renewal Commissions 
2. Attractive Sales Aid and Mail Programs 
3. Agency Agreement Which Assures Your Ownership of the Business 


For additional information, fill in and mail the coupon 








AMERICAN CASUALTY 


AMERICAN CASUALTY CO., READING, PA. 
Please give me detailed information about the FOUR Acco Hospital programs. 
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Reproduction of the cover of Metropolitan Life’s first health booklet pub- 
lished in 1909. Since that time, Metropolitan has distributed more than 13, bil- 
lion such health and safety booklets throughout the U. S. and Canada. 


preventable sickness and premature 
death has shifted with the changing 
needs of the time,’ Mr. Ecker com- 
mented. “This award for accident pre- 
vention research, it is hoped, will focus 
greater attention on accidents as a 
major cause of death. Accidents are 
outranked as the leading cause of 
death in the United States only by 
cardiovascular-renal diseases and can- 
cer. We believe that research in the 
circumstances surrounding these acci- 
dents may open the door to the saving 
of many lives.” 


Met’s Battle Against Disease 


Several persons in the field of pub- 
lic health joined with officers and di- 
rectors of Metropolitan in the 50th 
anniversary celebration. 

Speakers were Dr. Thomas M. Riv- 
ers, vice-president for medical affairs 
of the National Foundation, and Dr. 
Howard A. Rusk, director of the In- 
stitute of Physical Medicine & Re- 
habilitation of New York University- 
Bellevue Medical Center. Dr. Rivers 
spoke on “Medical Research 1909 to 
2009,”’ and Dr. Rusk’s topic was, “Sci- 
ence, an International Highway.” 

Metropolitan’s 50-year battle against 
disease and premature death has been 
based on health and safety education. 
It has pioneered in the use of a wide 
variety of mass communications media 
through millions of health messages 
published since 1922; its “Good Hint 
for Good Health” radio broadcasts; 
motion pictures on television, in the- 
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atres, and elsewhere, and many thou- 
sands of popular and scientific exhib- 
its displayed at lay and professional 
meetings. 

The backbone of the campaign, how- 
ever, has been in the distribution to 
policyholders and the public of the 
now-famous health booklets, which 
are distributed by Metropolitan's 
agents, are available at local offices, 
and are provided to health organiza- 
tions and civic groups for use in their 
projects. 

The first pamphlet was off the press 
in the summer of 1909. At that time 
the most feared killer disease was tu- 
berculosis, then usually known as con- 
sumption, and the illustrated pamphlet 
was titled, “A War Upon Consump- 
tion.” The company’s field force, then 
numbering 10,000 distributed it in 
Swedish, Polish, French, German, Ital- 
ian and other languages, as well as 
English. 

To date, about 1% billion booklets 
on health and safety have been dis- 
tributed throughout the United States 
and Canada. More than 300,000 receive 
the health bulletin fur teachers, which 
is prepared with the advice of a group 
of educators and is used for health 
education in schools. 

Another part of the campaign was 
Metropolitan’s visiting nurse service. 
For 44 years, beginning in 1909, the 
service helped speed the recovery of 
the sick, gave maternity care to ex- 
pectant and new mothers, and brought 
health education to the home. 
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Approximately 500 Equitable representatives now wear the coveted key of 
the Chartered Life Underwriters. The C.L.U. study program at Equitable has 
been, and will continue to be, an integral part of our over-all training pro- 
gram—a program which is not surpassed in the whole field of insurance. 


a 
THE Equitable LIFE ASSURANCE SOCIETY OF THE UNITED STATES ©1959 


Home Office: 393 Seventh Avenue, New York 1, New York 
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A&S On Verge Of Expansion 
‘Break-Through’: Alden Palmer 


The field of A&S is on the verge of 
a “break-through” bringing a degree 
of expansion of coverages and services 
that will make the decade of the ’50s 
look like a period of doldrums, Alden 
C. Palmer, Indiana commissioner of 
insurance, told the 400 registrants and 
families at the International Assn. of 
A&H Underwriters ‘convention ban- 


quet Monday night, at French Lick 
Springs, Ind. 

“Just as the great break-through in 
life insurance came when, in the 1920s, 
the concept of needs selling and pro- 
graming arose,” he said, “so the great 
break-through in A&S will come when 
it grasps the same concept—and par- 
ticularly the concept of the integrated 
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“know how to use A&S in the clean-yp 
fund, the emergency fund? How many 
of you are setting up disability reag. 
justment income plans, dependency 
period plans, minimum income fer life? 
What are you doing about mortgage 
A&S, educational disability insurance? 
What about the whole, fantastically 
untouched field of business disability 
insurance—not just salary continy. 
ance plans, but disability in the part. 
nership and close corporation buy-out 
agreement, deferred compensation 
plans, and the like?” 

The concept that the business does 
not yet have, Mr. Palmer said, is that 


programing of life and A&S. When it 
does, A&S premium volume, which 
means coverage so badly needed both 
economically and politically, will soar. 
I predict that in the decade of the 1960s 
A&S premium volume will pass the 
volume of the only line still ahead of 
it, life insurance.” 


Many Still Peddling 


Palmer charged that the vast major- 
ity of agents, “among them high- 
caliber life men,” are still selling A&S 
on “a policy-peddling basis.” 


“How many of you,” he asked, 





“No wonder I like to sell John Hancock” 


of income insurance—not life insur. 
ance and A&S insurance as separate 
lines, but the two integrated into one: 
income insurance. 


Academic Field Ahead 


“The academic field is ahead of yoy 
in this concept,” he chided. “Read 
what Dr. Huebner has to say about 
A&S and economic life values. Do you 
realize that two full years ago, a col- 
lege text won the only award in the 
insurance business listed in the Mar- 
quis Co.’s Blue Book of Awards be- 
cause it integrated the presentation of 








His portfolio meets every 
life insurance need 


The John Hancock representative is in the envi- 
able position of being able to offer his clients 
every type of modern life insurance protection. 


His complete portfolio includes a full range of the 
finest individual policy plans, including special 
contracts for Family and Business Protection, 
Mortgage Cancellation, Annuities, and Family 
and Retirement Income. Other outstanding 
assets in his portfolio are up-to-date contracts 
for Pension and Profit Sharing Plans, individual 
Personal Health insurance, and Group Life, 
Accident and Health coverages. 


With these modern products and his thorough 
training and knowledge, the John Hancock man 
and serve them better. 
It’s not surprising he finds it so satisfying and so 
rewarding to sell John Hancock. 
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o> 2)) the most advanced life insurance portfolio 


life and A&S into a new field, ‘income 
insurance’? That concept is _ being 
taught in many colleges and univer- 
sities today; yet few if any in the 
business have grasped it. 

“T noted with interest and _ hope, 
that at the latest LIAMA and HIAA 
meetings, there was more talk than I 
have ever heard, of the integrated sale 
of life and A&S. However, on reading 
the papers delivered, I found that 


less, those papers indicated that the 


next three to five years. 


going to dawn on the business that 
the problem men face is loss of in- 
come and that what causes it makes 
no difference whatsoever in the econ- 
omic result. The business is going to 
realize that it is as ridiculous to sell 
life and A&S separately as it is to 
break the homeowner’s policy down 
into its parts of fire, casualty, etc.” 

Mr. Palmer listed as the _ biggest 
needs of the A&S business: 

1. An imaginative line of policies 
suited to needs selling and program- 
ming. 

2. Field underwriting by agents who 
understand that, unlike the life case, 
they cannot confine themselves to 
reporting overt facts and allowing the 
home office to evaluate them. Instead 
agents themselves must evaluate the 
risk, “especially for moral and morale 
hazard.” 


Derides Riders 


3. More flexible home office under- 
writing that seeks to find ways to ac- 
cept the risk on some basis, not de- 
cline it, or “slap on a skin-and-con- 
tents rider just because if you exclude 
everything, no one can ever say you 
shouldn’t have taken the case.” 

4. Nonforfeiture and paid-up values 
in A&S. “Don’t tell me all the reasons 
it can’t be done,” said Mr. Palmer. “For 
220 years, after Richard Martin’s first 
recorded life policy, actuaries said you 
couldn’t write a level-premium life 
insurance policy for a fixed sum for 
the whole of life. Then Thomas Simp- 
son, no more an actuary than I am, 
figured out how to do it; and James 
Dodson, irritated because he couldn't 
get such a policy, formed Old Equita- 
ble, and life insurance as we know it 
today was born. 





‘integrated sale’ meant to those talking | 
about it, the simultaneous sale, which | 
is not yet the full concept. Neverthe- 


business is moving toward the concept; | 
and I predict a break-through in the | 


“Suddenly, one of these days it is | 
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YOU'D NEVER KNOW HE HAD A CORONARY... 





Some facts and fallacies about HEART ATTACKS 


MA 


é 


The chances of surviving a heart attack 
are now Steadily increasing. 


TRUE—Not long ago, most people felt that a heart 
attack or a “coronary” usually meant sudden or 
early death—or a life of invalidism. 

Now we know that most victims of this disease— 
about 80 percent—recover from their first attack, 
and many of them recover fully enough to enjoy 
many useful years. 


After recovery, most coronary patients 
can go back to their work. 


TRUE —Recent studies show that the patient who 
has made a good recovery is not handicapped when 
he works under proper conditions. Placed in a job 
which does not unduly tax his heart, and given 
proper medical supervision, he can engage in daily 
work without harm. Indeed, most doctors encour- 
age their patients to return to work. 


Heart attacks are brought on by stren- 
uous physical activity. 
FALSE—Most heart specialists now believe that 
physical exertion has little, if anything, to do with 
a coronary attack. In fact, attacks often occur dur- 
ing sleep or rest. 

Many factors—including age, sex, occupation 
and diet—are believed to play a part in the develop- 
ment of coronary disease. 


Recovered coronary patients should 
keep their weight down. 


TRUE—Next to good medical care, nothing is more 
important for people who have had heart disease 
than to keep their weight at a desirable level. 

It is just as much of a burden on the heart to 
carry around ten pounds of extra and unneeded 
weight all day as it would be to carry around a ten- 
pound bundle constantly. 


A person who has had one heart attack 
will certainly have another. 


FALSE—The recovered patient should not live in 
fear that he will have another attack. He may—or 
he may not. 

By sticking to their doctor’s recommendations 
about diet, weight control, work, sleep and rest, 
more and more patients whothave had heart attacks 
are living comfortably without further trouble. 


Medical science is forging new weapons 
against heart trouble. 


TRUE—Greater progress against coronary disease 
will almost’surely come with new methods of pre- 
vention and treatment. There is also hope that 
coronary attacks may be prevented by the use of 
anti-coagulants, or blood-thinning drugs. 

Research is also shedding new light on the role of 
diet, exercise, stress and heredity in relation to 
coronary attacks, 








COPYRIGHT 1959—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEw YorkK 10, N.Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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‘Final Date For LAA 
Exhibits Is Aug. 17 


Life Insurance Advertisers Assn. 
jhas notified members that August 17 
lis the final filing date to enter exhibits 
for the annual meeting at Chicago, Oct. 
26-28. Each member company is limit- 
ed to six entries and the fee is again 
$10 per entry. Entry fees are also due 
on the Aug. 17 deadline. 

Other deadlines are Sept. 11 for du- 
plicate material for judging and Oct. 
/16 for mounted display boards. 

The number of classifications has 
been reduced to 15. Prestige and good- 
will builders will include greeting 
| cards and wall calendars. 
| Other classifications are material to 
motivate agents, sales aids, recruiting 
material, direct mail, annual reports 
and policyholder material, brokerage 
material, company field magazines or 
newspapers addressed to agents, em- 
/ploye relations, national printed ad- 
| vertising, local or regional printed ad- 
| Vertising, insurance journal advertis- 
jing, public relations, group coverage 
and personal accident and health. Ex- 
hibit material on A&S coverage, as 
well as life, is acceptable in all classi- 
| fications. 

Audio-visual material will also be 
accepted for viewing by members dur- 
ling free time at the annual meeting. 
This material, however, will not be 
| judged. 
| Anita Hoecker, New York Life, is 
'chairman of the 1959 exhibits commit- 
tee. 


| Wis. Life Men Plan 


‘Fete For Paul Rogan 


| MILWAUKEE—Paul J. Rogan, who 
lretires June 30 as Wisconsin commis- 
| sioner, will be honored at a testimonial 
| dinner June 29 at the Hotel Schroeder. 
|The event is being sponsored by Wis- 
jconsin Assn. of Insurance Agents. 
Robert E. Dineen, vice-president 
Northwestern Mutual Life and a for- 
-|mer New York insurance superinten- 
|dent, will be the toastmaster, R. D. 
Buttenhoff, Eau Claire, a state associa- 
; tion director, is chairman of the com- 
_ |mittee on arrangements. It is planned 
~ | to present the new Wisconsin commis- 
= | siner at the dinner. Charles L. Manson, 
aNowance, and higher |local agent at Wausau, has been ap- 
life-time compensation te ‘pointed to the post by Gov. Nelson, 
in service fees; os | but the appointment has not been con- 
_ | firmed as of June 6. 


BELIEVE ME... 
You Need All 


THREE 





Mr. Agency 
Builder: 


You should be making all 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 
1. Life—Par 
and Non-Par | 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & S 


AND, BELIEVE ME, 
YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 
2. Guaranteed Renewable 
. Renewable-at- 


option-of-Company 


AND THEN ADD 
THESE THREE ... 


1) Top-Commission 
Agent's Contract; 





Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 


Meta 





3) New Induction 
Program—completely 
flexible for new agents, 
established producers, 


and brokers alike; 


@ ‘Disability Income Merges 
With Associates Life 


Stockholders of Disability Income 
Ins. Co. and Associates Life, Indiana- 
polis, have approved the merger of the 
|two companies. The merger will be in 

_ |effect legally approximately 30 days 

- |from June 4. Associates Life assumes 
~~ | all obligations, contracts, and assets of 

_ | Disability Income and will drop that 
| company’s name. 

Disability Income was formed 10 
years ago to write non-cancellable 
| cover on a brokerage basis. 

Associates Life was founded in 1953 
ec a running mate, Associates In- 
|come, writing a line of commercial and 
| group A&S. The present management 
| of the company, headed by Newell 
Munson as president and Charles Ray 
as executive vice-president, consoli- 
| dated Associates Income into Associ- 
lates Life in 1956. The absorption of 
Disability Income now puts the com- 
pany into the non-cancellable field. 

Basis of the merger is a_ stock 
| exchange of 85 shares of Associates for 
| each share of Disability Income, which 
_| has a book value of $425. 





oe 


. and in our book that totals 
upto aclient-pleasing, money- 
making, Agency Building op- 
portunity for you—right now 
—with . 


THE Oflo STATE LIFE 


Fase sng 





COLUMBUS 15, OHIO 





Lincoln Liberty To 
Erect Houston Office 


Construction of a $15 million center 
in downtown Houston to include the 
southern home office of Lincoln Liber- 
ty Life of Lincoln, Neb., will start this 
year. The center will also house an 
800-room Sheraton Hotel. 


Kentucky Agents Elect 
John Ward President 


John H. Ward, Aetna Life, Louis- 
ville, was elected president of Ken- 
tucky Assn. of Life Underwriters at 
the annual meeting at Lexington. Otis 
C. Amis, Ohio State Life, Lexington, 
was named secretary-treasurer. 


Government Employees Life 


Plans 100% Stock Dividend 


- WASHINGTON—Government Em- 
ployees Life has declared a 100% stock 
dividend subject to stockholders’ ap- 
proval of increase in authorized capi- 
tal from 225,000 to 450,000 shares at a 
special meeting of stockholders July 9. 

The board indicated it will fix an 
annual cash dividend of 25 cents per 
share on the shares that will be out-, 
standing after the 100% stock divi-| 
dend. This would be equivalent to 2 
25% increase in the current rate of 40 
cents a share on stock now outstanding. 

If the capital stock increase is ap- 
proved $324,643, representing the $1.50 
per share par value of the additional 
stock, will be transferred from unas- 
signed surplus to capital. This would 
increase outstanding capital stock to 
432,585 shares and capital to $649,287. 
The remaining 17,142 shares of author- 
ized capital stock would be retained 
for payment of future stock dividends. 


Agency Builder Awards Go 
To 19 Fidelity Mutual GAs 


Nineteen Fidelity Mutual general 
agents received recognition as quali- 
fiers for the 1958 agency building 
award at a meeting at Cherry Hill Inn, 
Haddonfield, N. J. Qualification for 
the award is based on meeting require- 
ments for recruiting new manpower, 
bringing agents quickly to prescribed 
levels of production and maintenance 
of those levels during the first and 
second contract years. 

Award winners are G. E. Wheeler, 
Manchester, N.Y.; R. R. Bisbing, Allen- 
town, Pa.; Toy Karppinen, Camden, 
N. J.; G. N. Charuhas, Miami; G. A. 
Hatzes, Washington, D.C.; L. J. Tierney, 
Reading, Pa.; G. W. Kenney Jr., Los 
Angeles; H. S. Smith Jr., Tampa, and 








L. L. Howard, Boston. 

Also B. C. Wharton, Harrisburg; 
D. J. Viering, Hartford; C. E. Butler, | 
Chicago; R. G. Trimborn, Dayton; R. J. 
Kistler, Philadelphia; Hans neniber, 
New York; J. T. Flanagan Jr., Phila- 
delphia; W. G. Pierce, Philadelphia; 
E. H. Meyers Jr., Detroit, and O. R.| 
Walker, Louisville. 


Jefferson Standard Has 


New Policy For Women 


Jefferson Standard Life has brought 
out a guaranteed insurability agree- 
ment and retirement income at age 
62 for women. The latter plan may be 
issued on either the participating or 
non-participating basis. 

State Mutual Life’s Hammer agency 
at Tampa, Fla., led other agencies in 
individual life sales in April and May 
and is in first place for the year. 
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The Insurance 
Agent’s 


BEST FRIEND 





the Million-Dollar Man: 


The DuKane Flip-Top presents 
sound-plus-pictures in a compact, 
lightweight, easy-to-use sales tool 
which saves valuable time . . . gives 
the experienced and successful 
insurance agent a first-class assist in 
planning his calls and seeing more 
people in each working day. Agents 
are proud to carry and use the 
sturdy, attractively-styled Flip-Top! 


the Young Agent 


on his way: 


The intelligent use of audio-visual 
selling helps the younger agent 
reach top earnings brackets faster, 
and the DuKane Flip-Top is the 
ideal audio-visual sales aid for the 
insurance business. All in one unit, 
the Flip-Top sets up quickly and 
easily, doesn’t let the prospect’s 
attention wander while you’re 
fussing with cords, screens, and 
window-shades. Brilliant pictures, 
even in full sunlight, on self- 
contained screen, plus top 

voice fidelity. 


| The Flip-Top is adaptable to your 
‘own custom-produced sound slide- 


film program, or to the stock films 
‘now available for insurance selling. 


DukKane 


CORPORATION 


St. Charlies, Illinols 











DuKane Corporation, Dept. NU5, St. Charles, Ill. 


Please tell me more about the Flip-Top in insuf- 
ance selling. I am esp d in 

( Our own custom-produced sound slidefilms. — 
C0 Information on Stock films for insurance selling. 


Name. 
Cc 











pany 


Address 


City & State. 
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ACTING IN SELF-INTEREST? 





When a group of life companies join 
forces to sponsor state legislation, how 
do they go about handling their pub- 
lic relations to overcome the impres- 
sion that they are trying to feather 
their own nests? When, for example, 
they back the National Assn. of In- 
surance Commissioners’ model group 
pill, how do they avoid giving the 
public, lawmakers and non-group com- 
panies the feeling that such advocacy 
js an attempt to use the legislative 
device to control competition? 


len C. Steere, 
and general counsel of Lincoln Na- 
tional Life, at the annual meeting of 
Life Insurance Counsel in White Sul- 
phur Springs, when he briefed the 
members on the experience Indiana 
companies had with the NAIC model 
group life bill before it was enacted. 


Uniform Viewpoint 


After presenting some of the back- 
ground on current group insurance 
problems which are prejudicial to state 
regulation, Mr. Steere said it was his 
personal belief that multiple state 
group problems can best be handled 
through the amendment of existing 
laws. This, however, he said, would 
require NAIC support, and an educa- 
tional program both within and with- 
out the industry aimed at developing 
some uniformity of viewpoint. 

He said that he didn’t know wheth- 

er Indiana was typical or not, but 

outlined some of the experiences life 

‘companies in the state had with the 

|) NAIC model group law. as follows: 

“One of the labor groups attempted 
to amend the bill to permit the writing 
of group life insurance on dependents. 

‘My company felt that such coverage 

‘could be written on a sound basis, and 

jthat the contingency of death among 

jmembers of the family unit created a 

jfinancial burden against which insur- 

‘ance should be provided, if at all 
possible. 


) Working Together 


“The other Indiana companies and 

ithe agents’ associations did not want 

\the bill amended. We have a record 

jof working together in Indiana, and 
we stood with the others so that there 
would be no friction within the indus- 
try. 

“The next attack on the bill was an 
attempt by one of the large manu- 
facturers to eliminate the $20,000-$40,- 
000 limits. It was an unpleasant task 
to be leading a fight against those 
business interests with whom we are 
normally associated in legislative mat- 
ters, but it was even more disturbing 
to find as the fight progressed that 
responsible elements within the life 
insurance industry were finding it dif- 
ficult to give wholehearted support to 
the $20,000-$40,000 limits. 

“The third attack was from the 
federal credit unions, a formidable 
legislative opponent, indeed. They 
wanted to increase the amount of in- 
debtedness which could be insured 
and lower the requirement of 100 new 
entrants per year. However, their 

Particular interest was to secure spe- 

jcial legislation recognizing credit un- 
lons as eligible groups, membership 
in the credit union being the only 
tligibility requirement. 

“There was also considerable oppo- 











This was the problem posed by Al- | 
2nd_ vice-president | 





sition at different times from the so- 
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Hotes Prejudiced Reaction To Companies 
Sponsorship Of NAIC Model Group Bill 


called association groups, most of 
whom were well represented at the 
legislature and who, desiring liberali- 
zation of eligibility requirements, 
found it difficult to get into the spirit 
of the restrictive provisions of the 
model bill. 

were 


not improved by the almost daily has- 
sle over the provisions of a so-called 
model bill, and it was apparent that 
some of our legislative friends were 
beginning to wonder whether the mod- 
el bill was an industry attempt to use 
legislation to control competition. 


“Others asked whether we were 
dealing with a specialized form of a 
fair trade practices act. But perhaps 
the public attitude was best reflected 
in an abrupt question asked near the 
end of the session by an interested 
os Al ‘How model is the model 
ill?’ 
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“TI have a very considerable idealism 
toward our business, its goals and the 
public service which it renders. I also 
have great faith in the quality of our 
leadership. But let there be no mis- 
take about it, it will not be an easy 
job to develop uniform and more com- 
plete group statutes. 


Incorporate Oregon Insurer 

Ins. Co. of America, a stock insurer 
which will write life and A&S, has 
been incorporated in Oregon. It will 
have authorized capital of 1,250,000 
shares at $1 par value. 





“Our industry public relations 


Soon we WI 
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SOCIETY OF ACTUARIES REGIONAL 


Group Benefits For Retired Employes 
Seen Needed To Fend Off Government 


Ways of providing group life and made for retired employes. 
disability post-retirement benefits got C. H. Tookey, Occidental of Cal- 
considerable attention at the regional ifornia, said the trend on group life 
is to 





meeting of Society of Actuaries in coverage for retired employes 
Atlanta. continue protection for a reduced 
In a torum on employe benefit amount after retirement. They pre- 


fund for retirants’ group life coverage 
by accumulating a reserve on an an- 
nuity table over a 15-year period. Hos- 


plans, J. M. Bragg, Life of Georgia, 
said that if governmental interference 
is to be avoided, provision must be 


FieNATIONAL UNDERWRITER 


pital-medical benefits after retirement 
are also pre-funded to some extent. 
G. L. Fairbanks Jr., Johnson & 
Higgins, remarked that the primary 
aim of continuing a plan after retire- 
ment is to cover the period when ben- 
efits are most needed. He also said 
that currently solutions are experi- 
mental and future trend should pro- 
vide more adequate coverage. Ex- 
pansion of coverages will require pre- 
funding for these extensive costs. R. 
H. Hoffman, Equitable Society, com- 
mented that one way of pre-funding 
is a method similar to the deposit ad- 























what makes Curly run? 


He’s Willard C. “Curly” Thomas. At Syracuse University, 
this former halfback ran for the football team. Today, he 
“runs” for American United’s Group Department. And for 
good reason: to get action for brokers: 

On a recent case in Kokomo, Curly contacted a broker 


Specialize in Group Life Coverages? Then American United, ‘The 
Company with the Partnership Philosophy,’ is for you! For action, 
contact Sherman Jenson, Vice President, Group, American United 
Life Insurance Company, Fall Creek Parkway at Meridian Street, 
Indianapolis 6, Indiana, WAlnut 3-7201. 
































one Thursday. After gathering the information, and pre- 
paring the proposal, he personally delivered it the following 
Monday. Six weeks later, the broker was still waiting for 
two other major insurance companies to bid on the case. 
Curly got the order because he got the action . . . for the 
broker. 

If you’re in Kokomo or Kalamazoo, immediate action is 
yours with an American United Group man. Field-trained, 
he knows action is important to you. . . whether you are 
contacting suspects or prospects. 
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HOME OFFICE: INDIANAPOLIS, INDIANA 
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ministration method. 

D. F. Fackler, Lincoln National, anq 
E. E. Ward, Gulf Life, discussed ele. 
ments considered in determining group 
insurance dividends. Mr. Bragg, dis. 
cussing major medical benefits, saiq 
his company issues this coverage to 
groups as small as four lives in pre. 
packaged plans that require evidence 
of insurability on each member 0? the 
group. S. W. Tompson said New York 
Life’s experience studies on miajor 
medical showed female employe claims 
frequency to be twice that of males, 
Its experience showed that in about 
3% of adult claims psychiatric treat- 
ment was involved. 


Disability On Retirants 


E. F. O’Donnell said some of Massa- 
chusetts Mutual’s pension plans pro- 
vide disability retirement benefits. L, 
G. Logan, Continental Assurance, not- 
ed that disability retirements are a 
minor item and that his company pro- 
vides this protection in any manner an 
insured employer desires. J. D. Sill- 
esky, John Hancock, said the imprac- 
tical aspect of providing disability re. 
tirements is that the employer retains 
control of the definition of disability, 
C. L. Trowbridge, Bankers of Iowa, 
said where a profit-sharing plan is 
of the deferred benefit type a life 
company can serve a useful purpose 
through its investment capabilities and 
its ability to provide lifetime annu- 
ities after retirement. 

R. A. Bacon, Connecticut Mutual, 
commented that one of the great ad- 
vantages of providing a deferred profit 
sharing plan through an_ insurance 
company is the ability of insurance 
companies to provide life insurance, 
administrative help, and annuity guar- 
antees. W. W. Fellers of the Wyatt 
consulting actuary firm, in discussing 
the problems of “final average earn- 
ings” retirement plans, noted that 
there is uncertainty in many factors 
of the cost and the use of appropriate 
projected salary scales helps solve part 
of the problem. 


Social Security A Factor 


W. A. Dreher, Bowles, Andrews & 
Towne, emphasized that the cost of 
living changes after retirement will 
probably be taken care of in large 
part by changes in social security and 
this should be taken into account on 
retirement plans. Mr. Tookey noted 
that his company employs a minimum 
benefit on retirement that ties into 
social security. 

A smaller company forum was con- 
ducted by J. M. Woolery, Peninsular 
Life. Discussing the entry of compa- 
nies into the pension field, J. G. F. 
Bonnard, Provident Life & Accident, 
stated that such companies must be 
prepared to maintain large staffs of 
home office pension specialists. M. J. 
Kent, Interstate Life, discussing the 
entry of companies into the industrial 
fire insurance field, stated that this 
would be quite practical for a company 
that already possesses a strong debit 
field force. J. B. Bruce, Columbian 
National, said that although agents 
generally feel that their companies 
should enter the group insurance busi- 
ness, they often later find that the 
number of sales is low in relation to 
the sales effort expended. C. M. Beards- 
ley, Security Life & Trust, described 
a rider providing A&S benefits that 
may be attached to a life policy. 

During a discussion of agency prob- 
lems, Mr. Bruce indicated that the 
system of annualized commissions has 
many advantages, especially for new 
agents and for newly organized com- 
panies. W. L. Farmer, Protective Life, 

(CONTINUED ON PAGE 30) 
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Gutenburg’s invention of print- 
ing with movable blocks revo- 
lutionized the civilized arts. 
Security Benefit Life’s new 
concept of “flexibility” in under- 
writing is revolutionary in the 
life insurance industry. Individ- 
ualized Medical Underwriting, 
as we call it, is a unique and 
modern approach toward stand- 
ard and substandard risk 
appraisals — geared to the ever 
changing needs and demands of 
a discriminating public. 
Licensed in most states, Security 
Benefit Life is a sound, estab- 
lished, highly rated company, 
offering to its representatives 
up-to-date policies, efficient 
Home Office cooperation, plus 
tested sales aids. We feel we 
are the Company with the DIF- 
FERENCE — here are just a 
few reasons why: 


e Top first year and renewal 
commissions for General 
Agents (Liberal vesting 
provisions) 


e Exclusive substandard facili- 
ties for you and your brokers 
e Lifetime Service Fee 


e Disability income when sick 
or disabled 


e Liberal retirement plan 


e Office allowances 


®CAREER OPPORTUNITY4¢ 


At the present time we have 
many excellent opportunities 
available for men whose expe- 
rience and ability qualify them 
for personal producing general 
agent responsibilities. Security 
Benefit is a sound, established, 
highly rated Company offering 
its field representatives up-to- 
date policies, efficient Home Of- 
fice cooperation, plus tested sales 
aids. If you feel that you can ful- 
fill this challenging and re- 
warding opportunity, contact us 
today! 


MARC F. GOODRICH, C.L.U. 
Assistant Director of Agencies 
Dept. 43 





SECURITY BENEFIT LIFE 


INSURANCE COMPANY Topeka, Kansas 
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'N. Y. Gives Data On 


-Employe Benefit Plans 
An estimated 2,054,359 employes in 
New York state were covered under 
registered employe welfare funds in 
| 1957, according to figures just released 
by the New York department. These 
| wage-earners were registered with 939 
| funds having total assets of $666,373,- 
662. 
| More than three-fourths of the 
| workers in New York state now depend 
upon their employer-sponsored or un- 
| ion-negotiated welfare and pension 
| programs to help them meet the 
| hazards of illness, old age or death, the 
department’s announcement said. The 
| statistical compilation may be ob- 
| tained from the New York department 
| welfare fund bureau, 123 William 
Street, New York 38, for $5.50. 


72,000 Books Collected In 
N. Y. Life Employe Drive 


Nearly 72,000 books are being sorted 
and packed by New York Life for 
shipment to the Philippines after a 
five-day campaign in which employes 
donated almost 15 times the original 
goal. 

The book gift program, undertaken 
| to help restock war-devastated Philip- 
pine libraries and to assist with estab- 
lishing new libraries in rural areas, was 
undertaken as part of the insurance 
industry’s participation in President 
Eisenhower’s people-to-people pro- 
gram. 

New York Life employes donated 
150% of the goal established for all in- 
surance companies in New York City. 
Catherine Neary of the policy issues 
| division, brought in nearly 3,000 books. 


| 





Four More State Associations 
To Hold Leadership Conferences 
Four additional state associations of 
NALU—Florida, Washington, Iowa 
and Missouri—will be sponsoring lead- 
| ership training conferences this year. 
| Conferences are scheduled at the fol- 
lowing places and dates: Florida, Jack- 
| sonville, June 13; Washington, Seattle, 
| June 18; Iowa, Des Moines, June 22, 
| and Missouri, Jefferson City, June 26. 
| The conferences are designed to give 
| local and state officers training in 
| association management and history. 
| Milwaukee Fraternal Men Elect 
New officers elected by Milwaukee 
Fraternal Congress are George Wit- 
kowski, Eagles, president; Clara Mei- 
selbach, Flag Day Foundation, vice- 
president; Lilliam Eichholz, Western 
Bohemian Federation, secretary; Fern 
Chmielewski, American Legion, treas- 
urer. 





Midland Mutual Slates Regionals 

The field force and home office 
personnel will participate in three re- 
gional conventions of Midland Mutual 
Life. They will be held at Culver, Ind. 
June 18-20; Washington, D. C., June 
25-27; and Santa Barbara, Cal., July 
9-11. 

United States Life’s general agency 
at Philadelphia, the Marlyn agency, 
entertained more than 140 guests at 
the opening of its new quarters at 2 
Penn Center Plaza. Attending from 
the home office were Raymond H. Bel- 
knap, president, and John Weaver, 
executive vice-president. 


Elkhart County (Ind.) Assn. of 








Life Underwriters has elected Hans 
Vosteen, president; Harold Pribble and 
Russell Hubartt, vice-presidents; and 
Earle Fields, secretary-treasurer. 


Conventions 


June 21-25, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Companies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
eeaenen, annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., 
Sheraton Hotel, Philadeiphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-13, Conference of Actuaries in Public 

Practice, annual, Drake Hotel, Chicago. 

Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 

Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 

Oct. 29-31, Mid-West Management Conference, 
annual, French Lick Springs Hotel, French 
Lick, Ind. 

Nov. 9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 

Dec. 9-10, Life Insurance Assn. of America, 
aanual, Waldorf-Astoria, New York. 

Dec. 27-30, American Assn. of University 
gaa Of Insurance, annual, Washington, 

. ©. 


annual, 


annual 


Conn. General Revises 
5-Year Term Rates 


Connecticut General has introduced 
a new scale of premiums for the 5- 
year term convertible and 5-year term 
renewable plans. On the renewable 
plan, the new scale of premiums re- 
flects a sizable reduction below the 
1958 scale at most ages. At a few ages 
on 5-year convertible term policies, 
however, the new rates will be slight- 
ly higher than the old rate. 


Pass Insurance Bills 


The Iowa legislature has acted on 
several bills of interest to the life in- 
surance industry. 

The House has passed a bill which 
regulates credit life and A&S under the 
supervision of the superintendent and 
a senate bill which provides that A&S 
cover becomes effective upon payment 
of premium, if policy is issued to in- 
sured. The senate also passed a bill 
which modernizes the fraternal insur- 
ance code and places fraternal group 
insurance organizations on a par with 
other insurance companies by requir- 
ing licensing of agents in fraternal in- 
surance organizations. Another bill 
passed by the senate revises evaluation 
of reserves of life policies of foreign 
companies. 


Moran Heads Southern GAs 


John Moran, Wilmington, N. C., has 
been elected president. and general 
chairman of the Southern General 
Agents Assn. of Mutual Benefit H.&A. 
and United Benefit Life. 

The association had its annual meet- 
ing at Key Biscayne Hotel at Miami. 

National Life of Vermont is licensed 
in Alaska, effective July 1, and is 
seeking a license in Hawaii. 
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N. Y. Rules On Cost Basis 
For FNMA Bonds In Swaps 


The New York department has an- 
nounced that it will regard mortgages 
insured or guaranteed by the Federal 
Housing Administration or the Veter. 
ans’ Administration and acquired by 
an authorized insurer from the Fed- 
eral National Mortgage Assn. in ex- 
change for 234% series B non-market- 
able U. S. government bonds (due 
1975-80), as acquired at a cost equal 


to par value of the bonds given in 
exchange. 
However, in no event shall such 


cost exceed the principal amount ow- 
ing upon the mortgage or mortgages at 
the time of acquisition by such insur- 
ance organization. 

The department’s decision was made 
in anticipation of the probable FNMA 
program of exchanging certain of its 
holdings on a par-for-par basis for 
these U. S. bonds. FNMA holdings af- 
fected by the program, which President 
Eisenhower has endorsed, would be 
4% real estate mortgage loans guaran- 
teed under the servicemen’s readjust- 
ment act, and possibly other holdings, 


Sun Of Canada Issuing 


New 5-Year Term Rider 


Sun Life of Canada has brought out 
a five-year convertible term rider, 
which at the end of the first five- 
year period may be renewed for five 
more years only. It may be converted 
prior to the eighth anniversary of the 
original date of issue or prior to age 
57, whichever is earlier. 


Form Estate Planning 
Council At Kansas City 


Estate Planning Council of Kansas 
City has been organized with Gerald 
M. Lively, City National Bank & 
Trust, as president. Other officers are 
John J. Foster, Northwestern Mutual 
Life, and Kenneth M. Myers, Brewer, 
Myers & Branton, attorneys, vice- 
presidents; Russell W. Baker, Watson, 
Ess, Marshall & Enggas, secretary, and 
Arthur H. Bowen Jr., Arthur Young 
& Co. treasurer. 


Equitable Of lowa Names 
Seven New Agency Heads 

Seven agency heads of Equitable 
Life of Iowa have been named to the 
company’s general agency advisory 
council. They are H. W. Ehrsam, 
Portland; H. A. Hedges, Kansas City; 
F. L. McCormick, Des Moines; R. A. 
Elder, Williamsport; C. T. Johnson, 
Grand Rapids; J. E. Rice, Philadelphia, 
and H. O. Smart, Detroit. 


Indianapolis Life GAs Meet 

Forty-five top general agents of 
Indianapolis Life attended a_ three- 
day conference at Indianapolis. The 
conference consisted of a course on 
recruiting, training and agency man- 
agement. 


American Income Life of Indiana 
held its first “brainstorming session” 
at its executive offices in Waco. The 
three-day session was the largest 
gathering of the field force and ex- 
ecutives ever for the company. Ber- 
nard Rappaport, president, was in 
charge. 


Vulcan Life of Birmingham has ap- 
pointed a six-man field advisory com- 
mittee of representatives from the ordi- 
nary, group and industrial departments 
to “work toward the development of an 
even stronger field force and better 
communications between the field rep- 
resentatives and the home office.” 
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state than is required a domestic com- 


2. The state should make available 
to insurers upon request detailed in- 
formation and forms for application 
and any application 


3. Any requirement as to length of 
time a company would have to be in 
business prior to admission should be 
discretionary with the regulatory au- 
thorities, but under no condition should 
more than three years of operation be 


4. Any certification or papers re- 
quired from the domiciliary state of a 
company may be photostatic copies of 
the original if such copies are properly 


Business written by Bankers Life of 
Iowa for May was $41,338,046, an in- 
over the 
same month last year. Ordinary insur- 
ance for the month was $20,764,738 


1 N 


Pacific National Offers 


Credit Card Insurance 


Insurance may now be bought with 
a credit card. Pacific National Life 
has unveiled a “Valley Physician’s 
Plan” utilizing the Bank of America 
credit card system. The coverage is 
A&S and is being offered initially in 
four counties in California’s San Jo- 
aquin valley. 

Virtually all physicians in the four 
counties have agreed through their 
county medical foundations to accept 
the company’s policies as full payment 
for their fees, regardless of policyhold- 
ers income. 

H. B. Perrin, president of Pacific Na- 
tional Life, said if the plan is success- 
ful in the four counties, it may spread 
throughout California. The plan takes 
effect July 1. He explained that the 
plan enables the company to reduce 
premium costs through use of the Bank 
of America credit card system. 


Western Life Agents Are Meeting 

Leading agents and their families of 
Western Life of Montana are gathering 
at Sun Valley, Ida., for the annual 
convention, June 19-22. 


Stocks 


H. W. Cornelius, Bacon, Whipple & C 


ompany 


135 S. LaSalle St., Chicago, June 16th, 1959 


Bid 
$ 
I PTI itagais estssevccsv etiolated 219 
Beneficial Standard ...................0.... 1442 
Business Men’s Assurance ............ 39 
Cal.-Western States ................ 103 
Commonwealth Life 00.0.0... 20% 
Connecticut General ...........0..0... 324 
Continental Assurance ............... 153 
BRIE, I asinscccsisiinicissccicseecsictons 76 
Great Southern Life .............00... 84 


Gulf Life .......... 















Jefferson Standard .. 86 
Kansas City Life ..... 1480 
Liberty National Life 44% 
Life & Casualty .......... 22% 
Life of Virginia ..... 55% 
Lincoln National Life 202 
National L. & A. ............ 110 
North American, Il ....... 16 
Nw. National Life ........... 95 
Ohio State Life .......... 265 
Po Rt eee 64 
Republic National Life ... 68% 
Southland Life 0.0.0... 96 
Southwestern Life ........ 144 
TI decstnesisnescienseisenonse 81 
United, Ill. .......... 36 
NER i IE aiocecasenscsaecdconciese we +40 
Washington National ..............0+ 58 
Wisconsin National Life ............ 48 


Asked 
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= NAIC Hears Suggested Rules For 
PS 3 
nas n- |Organization, Licensing Of Insurers 
ages 
Federal , Suggestions for minimum require- 
| Veter. ments for the organization and owner- pany. 
red by |,ip of new insurers and for the 
e Fed- |,dmission or certification of insurers 
in ex- fin other states were made by the sub- 
Narket- committee of National Assn. of Insur- for admission, 
s (due fance Commissioners on organization, should be acted upon promptly. 
t equal Jywnership and certification of insur- 
ven in [ance companies at the NAIC meeting 
last week in Boston. T. Nelson Parker 
1 such of Virginia, chairman, presided. 
nt ow- Mr. Parker presented results of a 
ages at [meeting of his subcommittee in April 
insur- |, Hot Springs, Ark., in conjunction made necessary. 
with a meeting of Zone 5 of NAIC. At 
; Made this time there were developed eight 
FNMA fjuggestions for organization and own- 
of its fership of new companies, these being: 
is for 1. The organizers, promoters, back- certified. 
8S af- ers and incorporators of a new com- ae 
sident J pany or a holding company organized Bankers Of lowa Shows Gains 
Id be {with the purpose of selling stock to 
1aran- ! finance a new insurer shall make a full 
djust- | gisclosure of who the organizers, pro- crease of more than 37% 
dings, moters, backers and incorporators are, 
including a biographical sketch which 
details the business experience of and group $20,573,308. 
these persons and their careers in the 
insurance business. 
nt out 2. There shall be full disclosure of 
rider, all promotional costs and the regula- 
five- tory authority should have the power 
r five ft) determine what are promotional 
verted ff expenses and that they shall not ex- 
f the ceed 10% of the selling price of the 
O age  § entire issue of stock. 

3. All monies collected from the 
stock sales, other than that for pro- 
motional costs, should be held in es- 
crow either by the regulatory authority 
or someone designated by the depart- 7 

ansas ment until the company has_ been _ 
erald completely organized and started in 
‘ a business. ; 
utual May Require Hearing _ 
a. 4. The department may require a 
tson hearing on application for license of a 7 
pie new insurer at which time inquiry jj 
oung may be made into the competency, fit- 7 
ness and reputation of all persons 7) 
directly or indirectly associated with Y/ 
‘the formation of the insurer, the regu- _ 
latory authority having the right to 7 Yj 
review or deny an application upon a 7 
ee showing that any such individual or 
oni individuals may be unworthy of pub- _ 
wines lic trust. : : _ 
“ity: 5. A minimum paid-in capital of 
A $200,000 and surplus of $100,000 should 
neal be required, the minimum to be in- 
inte creased for specific kinds of companies 
; at the discretion of the departments. 
The territorial limits in which a busi- 
ness may be carried on by the new 
of | company may be prescribed by the 
need ' regulatory authorities. 
The ' 6. The department should have the 
on i right to review any management con- 
an- ' tract or exclusive agency contract 7/ 
' between a company and ai individual, 
| partnership or corporation. The right 
ana _ to approve or disapprove such a con- 
on” - tract should rest with the department, 
The ' and definite standards should be set 
est ' up by which to judge it. 
X= ' 17.No company is to be _ licensed 
er- _ until qualified persons are employed 
in ' full-time to manage this business. 
_ 8. The usual home office records of 
_ every insurer should be kept and 
ip- ' maintained at all times within the 
m- | state of domicile. 
di- , On the score of admission or certifi- 
nts ‘cation of insurer, four rules were of- 
an " fered: 
. ' 1. No greater requirement should be 


-made applicable to any out-of-state 
' company applying for a license in a 
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Pacific Mutual Puts 
A&S On Guaranteed 
Renewable Basis 


Pacific Mutual Life will hereafter 
issue all of its A&S policies on a 
guaranteed renewable basis. Guaran- 
tee of renewability will extend through 
age 65 for some policies and through 
life for others. Included is a new 
hospital and surgical expense policy 
issued to people through age 80 and 
guaranteed renewable for life. 
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According to the company, the guar- 
antee of renewability regardless of 
physical condition or number of claims 
is possible because of the right re- 
served to the company to adjust pre- 
miums upward or downward on the 
basis of claims experience with large 
groups of policyholders. No change can 
be made on the basis of the experience 
with a single policy, but only where 
all policies of the same class show 
need for premium adjustment. 

All of the new A&S coverages are 
available to those not already insured 
by Pacific Mutual. 


American Bankers 
Features Forum On 
Training Program 


A field force forum on the com- 
pany’s training program was a feature 
of the recent convention of American 
Bankers Life, held at Miami. It was 
moderated by Joseph M. McCarthy, 
assistant agency vice-president. 

V. J. Diglio said the agent needs to 
be taught how to show the prospect, 
first, why he should buy and then 
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Dynamic Men... Dynamic Product ...Dynamic Sales Aids 


During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 

To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 
and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


‘“‘policy-holders’”’ company, plus the TRUE SECURITY 
concept, combine to help Mutual Benefit Life men increase 
sales day after day. With such consistent sales progress, these 
professionals assure TRUE SECURITY for their families 


and themselves as well as for their clients. 
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what will meet his needs. “Help hin 
to discover how to pay and to keep 
before him the value of his new pro. 
perty,” he said. 

John De Rosa said a general agent 
must help his men find their markets, 
The general agent, he said, should be 
the clearing house for all problems 
involving the agents, for unless there 
is complete understanding among al] 
members of the agency as to what js 
expected of them to achieve success 
there can be no progress. 


How Business Is Conserved 


Ronald S. Anderson outlined the 
steps taken in his agency to keep 
business on the books. Proper servic. 
ing, he said, is necessary so that the 
client will never forget why he bought 
the insurance. 

J. M. Kroot mentioned the difficul- 
ties of recruiting in today’s competitive 
labor market. Only the companies that 
can offer the new man the opportuni- 
ties of security and future realization 
can hope to attract men of the highest 
caliber, he said. 

Angelo Ratini said the agency head 
must encourage the agent to carry the 
gospel of life insurance as something 
sacred. “Let us not forget that in our 
effort to foster good public relations 
we do not pass by the equally impor- 
tant principle of human relations that 
finds its expression in the golden rule,” 
he said. 


Life And General Coverages 


Lawrence Wickenheiser said there is 
no conflict between the general insur- 
ance business and life insurance but 
judgment must be used as to their 
relative importance in servicing a 
client’s needs. 

James G. Ranni, president and chair- 
man, announced that the company now 
has more than $260 million in force 
and has advanced to 178th in size out 
of more than 1,400 legal reserve life 
companies. This compares with 240th 
place at the time of the _ previous 
agency convention. 

About 120 leading producers and 
their wives from 32 states and _ the 
District of Columbia were on hand. 

A feature of the meeting was a talk 
by Umberto Palo, South River, N. J., 
one of Prudential’s outstanding pro- 
ducers and a widely known speaker on 
life insurance. 


Fla. Adopts Code 


Governor Collins has signed the 
Florida insurance code into law. The 
new code, which is actually a re- 
organization of previously existing 
laws that tended to be incomplete and 
to overlap, is the state’s first complete 
body of insurance laws. 

One change from the old law, how- 
ever, is the amendment that no person 
who is not a licensed agent can en- 
gage in the business of analyzing or 
abstracting insurance policies or of 
counseling or advising or giving opin- 
ions to persons relative to insurance 
or insurance contracts. 

The code also gives a little more 
authority to the insurance commis- 
sioner. For example, he now has the 
authority to examine all books of 
insurance companies and even agen- 
cies, if he so deems. 

Some provisions that did not become 
part of the code were an association 
group provision for professionals, and 
one which would have raised credit 
life limits from their present base of 
$5,000 to $10,000. Florida Life Under- 
writers Assn. opposed both provisions 
and was instrumental in defeating 
them in the legislature’s subcommittee 
sessions. 
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Atlantic Life’s new Home Office building in Richmond, Virginia 


Ss and 
id the 


“* Building on Wheels... COMPANY ON THE GO! 


N. J, 
. pro- 
<er on 
There were no cars on the streets of Richmond that spring. Hitching 
posts tethered saddle horses; an occasional carriage rattled over the cobblestones. 
1 the It was May, 1900. In a small corner office the new Atlantic Life Insurance Company 


. si: , issued its first policy ... and looked hopefully toward the future. 
isting Few could have predicted the changes the future would bring. Today, the four stories 
aa of our new Home Office building stretch for a block in downtown Richmond. 
Beneath them are eight levels of parking space, handling some 1800 cars daily. 
pis This “building on wheels” houses a company on the go. Our services have spread 
to include 43 branch offices in 10 states. Our life insurance in force now approaches one 


1 en- 
s'¢ half billion dollars and health insurance sales and services continue to increase 


‘on substantially each year. 

— Our new building is more than a handsome and efficient structure. It is a symbol of 
more a company—and an area—to whom integrity, progressiveness and faith 

-_ in the future have paid the dividends of notable success. 
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Editorial Comment 


How Rough Should Competition Get? 


the new Mercury better than the old 
Chrysler. One, for example, says the 
Mercury handles better, has more pep, 
rides better and gives better gasoline 
mileage. Another owner says, “I am 
just sorry I didn’t buy one before.” 

A third testifier says, “Everything 
is better, the comfort, handling, the 
fact that you can get in without knock- 
ing your hat off.” 

Maybe this sort of thing is the com- 
ing style for all kinds of merchandis- 
ing as the competitive pace grows 
hotter. But we can’t help hoping that 
life insurance will be one of the last 
businesses to swing over to it—R.B.M. 


“Many Chrysler owners are finding 
that times change . . . and so do cars.” 
That’s what it says on the cover of 
an attractive full-color brochure sent 
to many Chrysler owners. It would 
not be worth commenting on except 
for one fact—it was sent out not by 

Chrysler, but by Mercury. 

Is this sort of thing symptomatic 
of knock-down-and-drag-out type of 
competitive infighting that may even- 
tually be expected to reach even into 
the life insurance business? It can be 
said of course, that knocking the com- 
petition is nothing new. But generally 
it’s only the impromptu tactic of an 
individual salesman, not part of a 
company’s basic marketing strategy. 

Half a century ago and even less, 
some of the competitive literature in 
life insurance was pretty plain-spok- 
en about the competition and didn’t 
hesitate to show up its less favorable 
costs and policy features. But we know 
of no life company that puts out lit- 
erature actually naming a competitor 
and making comparisons to its detri- 
ment. Nevertheless, even in life insur- 
ance, competitive tactics on the part 
of some companies and agents have 
been getting increasingly vigorous; 
perhaps it’s time to take a look at what 
is already happening in the automo- 
bile field and then stop and consider 
the chances of going to similar lengths 
in the sale of life insurance. The dan- 
ger of course is that as one aggressive 
competitor lets loose with a hitherto 
unused weapon, somebody else will 
come along and go him one better 
until everybody is either rolling in the 
gutter or worrying about not being 
“competitive.” 

Concern over where such a trend 
may be leading is already being felt 
in the life insurance industry. Said 
one prominent life company executive 
who, as a Chrysler owner, received 
one of the Mercury mailing pieces: 
“This is the ‘new salesmanship.’ It’s 
the third of a _ series—interestingly 
enough, addressed to Chrysler owners. 
As you open it, you will see that it is 
sent out by the Mercury Division of 
the Ford Motor Co. and is a complete 
pitch for me to sell my Chrysler and 
buy a Mercury—implying that I was 
a dope to buy a Chrysler in the first 
place. Talk about twisting! This is 
about as blatant an approach as any- 
thing I have ever seen! 

“One almost begins to wonder if 
there hasn’t been so great a decline in 
1959’s salesmanship that sales today 
are not based on building on the foun- 
dation of what somebody else has done 
but upon tearing that foundation down. 
Certainly, this has come into our busi- 
ness and I wonder how we can eradi- 
cate this philosophy before it does real 
permanent damage to a great busi- 
ness.” 

The brochure is liberally illustrated 
with handsome color pictures of Mer- 
cury cars. Most of the rest of it con- 
sists of testimonials from former 
Chrysler owners who have bought 
Mercurys telling why they like 





Personals 


Walter G. Meyers, general agent at 
Rockford, Ill., for General American 
Life, has married Mrs. Jane Carlson 
of that city. She was a former em- 
ploye of Rockford Life. Mr. Meyers 
was recently appointed chairman of 
the NALU disability insurance com- 
mittee. 


H. L. Ruff, president of Modern 
Woodmen, has been appointed by Gov. 
Stratton of Illinois as a member of the 
advisory board to the insurance de- 
partment. Membership consists of five 
life insurance leaders in the state, and 
Mr. Ruff’s appointment is the first to 
be made from the ranks of the 
fraternals. 


Ogden R. Reid, recently confirmed 
by the Senate as the new U.S. am- 
bassador to Israel, is a director of 
Massachusetts Mutual. Mr. Reid, for- 
mer president and editor of the New 
York Herald Tribune, was elected a 
Massachusetts Mutual director in 1957 
and is serving as a member of the 
board’s salary committee. 


Herbert D. Eagle, vice-president. of 
group of Occidental Life of California, 
has been appointed chairman of the 
junior college level committee of the 
Sales Executive Club of Los Angeles. 
He will also serve as chairman of the 
insurance, financial and business serv- 
ices division of the 1959-60 campaign 
of the Community Chest of the Los 
Angeles area. Norman R. Wagner, di- 
rector of group sales for Occidental, is 
also a member of this committee. 


Rolland E. Irish, president of Union 
Mutual Life and American Life Con- 
vention, has been awarded the hon- 
orary degree of doctor of laws by 
Colby College. President J. Seelye 
Bixler of Colby praised Mr. Irish “for 
your successful efforts to see _ that 
Maine itself shall take the right path 
and that its citizens shall keep con- 
stantly before their minds their per- 
sonal corporate responsibilities  to- 
wards society.” 

Mr. Irish is president of the board 
of Maine General Hospital, vice-pres- 
ident of Maine Medical Center, and a 
director of Life Insurance Medical Re- 
search Fund. He has served as cam- 
paign chairman and president of the 
Portland Community Chest. He is 
vice-president of Maine Health Coun- 
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cil and treasurer of Maine Develop- 
ment Credit Corp. 


J. Edward Day, vice-president in 
charge of western operations of Pru- 
dential at Los Angeles, has been ap- 
pointed by Gov. Edmund G. Brown 
as vice-chairman of the California 
State Commission on Metropolitan 
Area Problems. Mr. Day is also a 
member of the governor’s advisory 
council. 





Deaths 


Thomas Parkinson 
Dies; Had Headed 
Equitable Society 


Thomas I. Parkinson, 77, former 
chairman and before that for many 
years president of 
Equitable Society, 
died following a 
stroke. Until hos- 
pitalized, he was in 
apparently good 
health. He resigned 


as chairman in 
1954, 
Mr. Parkinson 


joined Equitable in 
1920 as vice-presi- 
dent, after having 
been director of 
the legislative re- 
search department of Columbia Univer- 
sity since 1911. He was elected presi- 
dent in 1927 and chairman in 1953. He 
served as special counsel to the Bureau 
of War Risk Insurance immediately 
after World War I and filled many 
other important governmental and 
educational posts. 


I. V. BRUNSTROM, 52, assistant gen- 
eral counsel American Life Convention, 
died in his home 
at Palatine, IIL, 
after a heart at- 
tack. Admitted to 
the Illinois Bar in 
1935, he was en- 
gaged by William 
O. Douglas, now a 
Justice of the U.S. 
Supreme Court, to 
work with the SEC 
on:a study of cor- 
porate reorganiza- 
tions. He later 
worked for’ the 
Federal Communications Commission, 
principally in an_ investigation of 
American Telephone & Telegraph. 

Mr. Brunstrom joined ALC as an at- 
torney in 1942 and was named assistant 
general counsel in 1952, specializing in 
taxation—federal, state and local. 





T. I. Parkinson 





1. V. Brunstrom 


WILLIAM H. ZAISER, 71, special 
agent at Des Moines for Prudential 
since 1932, died there. A former pres- 
ident of Iowa Assn. of Life Un- 
derwriters, last month at the associ- 
ation’s annual meeting he was pre- 
sented with the Newell Day award 
for outstanding service to the life in- 
surance profession. He was a charter 
member and past chairman of Iowa 
Quarter Million club. 


REID N. THOMAS, 66, general agent 
of Minnesota Mutual Life at Knox- 
ville, died there after a stroke and 
heart attack. Before coming to Knox- 
ville as general agent in 1935, he had 
been vice-president of Southeastern 
Life at Greenville, S. C. He was a 
past president of Knoxville Life Un- 
derwriters Assn. 
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New York Life Introduces 
A New Non-Can A&S Policy 


New York Life has introduced a 
non-cancellable A&S policy—the In- 
come Protector 965—which is designed 
for executives, professionals and other 
self-employed persons. The new poli- 
cy provides a level monthly benefit to 
age 65 for total disability due to sick- 
ness and a lifetime monthly income 
benefit for total disability due to ac- 
cident. 

In connection with the introduction 
of the Income Protector, New York 
Life has also introduced a wider choice 
of elimination periods—six in all. 


Kentucky CLUs Elect 
R. W. Keithley President 


Kentucky chapter of CLU has elected 
Robert W. Keithley, Northwestern Mu- 
tual, Louisville, president. Edward A. 
Ford, Kentucky Central L.&A., An- 
chorage, was named vice-president, 
and Jack W. Horan, Manhattan Life, 
Louisville, secretary-treasurer. 

Loyal American, Ala., Control 


Passes To N. Y. Banking Group 
The New York investment banking 


firm of Ladenburg, Thalmann & Co. 
and associates have purchased a block 
of stock from Investment Loyal Amer- 
ican Life Ins. Co. representing working 
control of Reinsurance Investment 
Corp. of Birmingham. 

The announcement was made by 
Charles H. Heyl, president of Loyal 
American, with home offices in Mobile. 

R.I.C. owns more than 51% of the 
stock of Loyal American, Mr. Hey] said. 
“In effect,” he explained, “‘the purchase 
represents acquisition of control.of Loy- 
al Ameriean Life by the New York 
banking house.” 


Name Several Life Officers To 


White House Conference On Aging 

Several executives of life insurance 
companies have been appointed mem- 
bers of the national advisory com- 
mittee for the White House Conference 
on Aging. They include Orville F. Gra- 
hame, vice-president and_ general 
counsel of Paul Revere Life; Ardell T. 
Everett, 2nd vice-president of Pruden- 
tial; James F. Oates, Jr., president and 
chairman of Equitable Society; H. 
Bruce Palmer, president of Mutual 
Benefit Life, and V. J. Skutt, president 
of Mutual of Omaha and its life affili- 
ate Companion Life. 


Union Mutual's May Paid Volume 
Gains 35%; Non-Can Premiums Up 

Union Mutual Life’s paid life vol- 
ume in May increased 35% and paid 
non-can premiums ran 38% ahead of 
May, 1958 .Contributing to the in- 
crease was the paid production of 
Union Mutual’s spring sales campaign 
and $3,251,344 worth of business sub- 
mitted on President Rolland E. Irish’s 
25th anniversary with the company. 
Submitted business during the full 
sales campaign showed a 27% in- 
crease over any similar sales effort. 

Sales of $101,035,397 for May— 
which had been designated “Grant 
Hill Month” by Assn. of Agents of 
Northwestern Mutual Life—were by 
far the largest for any single month 
ever. The last previous one-month 
high figure was $85.4 million, set in 
May of 1957, during the company’s 
centennial year. 


Franklin Life had sales of $92 mil- 
lion in May, making a 42.7% increase 
for the first five months. 
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Davenport Life Assn. 


Names James President 


Davenport Life Underwriters Assn. 
has elected Ellsworth James of Occi- 
dental Life of California president; 
Robert Danielson, Equitable of Iowa, 
lst vice-president; Robert Yackels, 
New England Life, 2nd vice-president; 
Donald Stevens, Lincoln National, sec- 
retary, and Paul Wadle, Massachusetts 
Mutual, treasurer. 

Beginning this year, the association 
inaugurated a distinguished service 
award to be given to the member who 
has contributed the most to the asso- 
ciation and the life insurance busi- 
ness. The first award went to Newell 
Day, general agent Equitable Life of 
Iowa. 


— 


American College Names 


Ass’t Director Of Exams 


American College has set up a spe- 
cial department to work with the 
dean’s office in the preparation of 
examinations for the CLU and man- 
agement education programs, and has 
appointed Albert H. Clark assistant 
director of examinations. Mr. Clark 
has been an instructor in economics 
at Clemson College, South Carolina, 
and for the past three years has been 
continuing his studies under fellow- 
ships from the Ford Foundation and 
the S. S. Heubner Foundation at the 
University of Pennsylvania. : 


Tallahassee GAMA Formed 


The 156th General Agents & Man- 
agers Assn. has been formed at Talla- 
hassee by General Agent & Managers 
Conference of NALU. Officers elected 
to the local association are Herbert B. 
Brinkley, Independent Life, president; 
M. Roy Williamson, Metropolitan Life, 
vice-president, and Thomas B. Van 


Brunt, Equitable Society, secretary- 
treasurer. 
Robkin Is Man Of Year 


Mutual of New York has voted Max 
E. Robkin, Atlanta, as man of the year, 
an honor awarded annually on the ba- 
sis of an agent’s sales volume, service 
to policyholders and the community, 
value to his agency and participation 
in NALU activities. Mr. Robkin was 
presented with a sterling silver cup 
at a conference of Mutual’s Top Club 
Round Table at Murray Bay, Que. 


New York CLUs To Hear Engelsman 

Ralph G. Engelsman, life insurance 
sales consultant and co-editor of 
Probe, will be speaker at the lunch- 
eon of the New York chapter of Ameri- 
can Society of CLU, June 24, at the 
New York University Club. The topic 
of Mr. Engelsman’s address will be 
“The Current Scene—Problems and 
Prognostications!” 

Officers of the chapter for 1959-60 
will be elected at this meeting. 


Charles J. Buesing, manager of 
Mutual of New York at New York, 
has been named 1958 group and pen- 
sion producer, with a volume exceed- 
ing $73 million, andCharles J. Schiff, 
also of the Buesing agency, has been 
named one of Mutual’s top four in- 
dividual group and pension producers 
in 1958. Both received engraved 
plaques presented by Robert L. Scally, 
New York manager of group sales. 


May business of United American 
Life totaled $8,060,177, an increase of 
almost 100% over May, 1958. 
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PROMOTION 
GUIDE 














The Equitable Life of Iowa provides all kinds of 
sales aids; hundreds of Sales Promotion pieces de- 
. signed to help its associates sell more kinds and more 
volume of life insurance more easily. The Career 
Life Underwriter who makes the most of the sales 
aids available to him will make the most of his 
opportunities, showing without question — 
He’s on The RIGHT ROAD. 








LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,0U0 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 
BOWLING GREEN 9-5726 ESTABLISHED 1954 
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FieNATIONAL UNDERWRITER 


Tells How To Spot, Cure Agents’ Fear 


(CONTINUED FROM PAGE 2) 


complishment of life and the common 
denominator of success is merely form- 
ing the habit of making ourselves do 


the things the failure will not do,” 
said Mr. Elson. “The successful man 
develops an approach idea that ‘I can 
do something of value for the people 
He removes effort and indeci- 
planned approach. He 


I see.’ 
sion with a 


knows that by a planned approach all 
his prospecting problems can be solved. 
He knows that the need of food, cloth- 


ing, and a home is not a debatable 
item 


Mr. Elson offered these approach 
ideas: 

“Are you interested in your own 
welfare?” 


“You are interested in saving more 
money, aren’t you?” 

“You can tell very quickly if you 
have any need for my service by 
answering just one question: ‘Do you 
and your family depend on your earn- 


ings for food, clothing, and a home?’ ” 

For conducting the interview, Mr. 
Elson suggested these pointers: 

1. Always set the stage properly. Go 
to the kitchen table—get away from 
the TV. Have a favorable interview 
or don’t give an interview at all. Be 
fair to yourself—keep control of the 
interview. 

2. Refuse to be drawn into an argu- 
ment. You may win the argument, but 
you will lose the sale. 

3. Do not interrupt. 

4. Be a good listener. Learn what 
the prospect wants. 


In a world where insecurity is rife . . . factors contributing to personal, 


individual and family security are to be valued all the more highly. 


The whole world knows about the American home and family... 


. flourishing under the highest standard of living of all time... 


Whatever.. 








anywhere. 


. whoever @ contributes to the efficiency and peace of mind of 


the wage earner and head of the household... 


e helps to keep the mother with her children during their precious formative years... 


e keeps families together, in familiar surroundings, in the face of death 


and disability... 


the golden sunset years... 





. @ provides the blessings of financial independence throughout 


builds a better world of prosperity and peace. 


In the field of insurance, these factors and more, lend dignity and 


worth to our profession... 


Here at SECURITY MUTUAL we're proud to be a part of the whole picture! 


security mutu | life insurance company 


Richard E: Pille, President. 
Harland L. Knight, Agency Vice President. 
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5. If you have trouble listening, ask 
disturbing and loaded question:: “Tj 
you were killed in a head-on-coi ision, 
what would your family do? Ii yoy 
were disabled over a year, what would 
you and your family do?” 

6. A good salesman expects anc! wel]. 
comes objections. He knows tha: untij 
he gets objections he is only telling 
When he gets objections he _ starts 
selling. 

The successful agent, said Mr. Elson, 
doesn’t just plan his day, he plans his 
year. He realizes that there are only 
some 240 days to get the year’s work 
done and that if he has a _ $10,009 
standard of living, he knows he has to 
average $40 a day. Therefore he works 


on a work day. He doesn’t baby-sit or | 


go shopping or take it easy, except on 
Saturday or Sunday. He is strictly 
professional because he knows that in 
10 years his renewals will be more 
than the average man makes. He knows 
that if his dream comes true he wil] 
have to pay the price and the price 
is $40 a day. 

Describing the salesman who really 
wants to sell, as contrasted with the 
type who “just happened along,” Mr, 
Elson listed these qualities: an abiding 
faith, capacity to do a full day’s work 
on a planned schedule, emotional ma- 
turity, courage in competition based on 
the law of average, enthusiasm for 
selling, capacity to learn, financial 
soundness, ability to be motivated (or 
he’ll find it difficult to motivate 
others), willingness to accept super- 
vision, knowing that it makes for 
quicker and greater success, and fin- 
ally a success pattern with no blocks to 
his future and a consequent sense of 
confusion. Beware of the man who has 
not had a success pattern, because he 
will continue to fail, Mr. Elson warned. 


Continental Assurance 
Conducts Group Meeting 


Ninety home office and field super- 
visors attended the four-day group 
sales meeting of Continental Assur- 
ance at the Wagon Wheel, Rockton, 
Ill. Paul H. Rinker, group vice-presi- 
dent; Robert B. Hamor, vice-president 
and director of agencies, and Peter 
Hondorp, associate actuary and assis- 
tant secretary, participated in the 
program. 





The sales force was introduced to i 


the “group estimator,” a slide rule 
sales tool, which incorporates 41 basic 
life, A&S and major medical plans 
with costs for 98% of coverages “as- 
certainable for all types and sizes of 
employers,” Mr. Rinker explained. 


Le Vita Misidentified 

M. H. Le Vita, whose views on join- 
ing a mutual fund with an insurer to 
sell variable insurance were quoted in 
the June 6 issue, is executive vice- 
president of Guaranty Life of Wash- 
ington, D.C., a new company which 
will soon issue its first policies. He was 
incorrectly identified in the news ar- 
ticie as being with Guaranty Life of 
Wilmington, Del. 
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O'TOOLE ASSOCIATES | 
Management Consultants 


To Insurance Companies 
Established 1945 
220-02 Hempstead Avenve 








Queens Village 29, N. Y. 
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LIFE INSURANCE EDITION 


Ci ongratulations GH lVinners 





1959 


We proudly list the names of our Lutheran Mutual underwriters 
who have earned the 1959 National Quality Award. Their superior 
quality of life insurance service to the public merits the highest 
praise. To these men... Congratulations for a job well done. 







Robert A. Nistad 
Clarence A. Norcross (3) 
Gertrude Nybakken (4) 
Alvin C. Hayes (4) Rolf H. Oberhaus 

Harry C. Hendrickson John H. Oltmann (4) 
Edwin H. Holmberg (2) —- Herbert A. Oster (8) 
Alvin J. Brandt Donald R. Hopkins (2) Harold A. Palmer (5) 
Albert E. Buenzow (5) Frank J. Hummel (8) John M. Park (10) 
Walter T. Burmeister (6) Harold C. F. Jeckel Dietrich E. Peters (5) 
Clarence G. Butts (4) Melvin S. Johnson (3) James R. Peterson 

Carl R. Carlson Karl W. Klett (9) Richard W. Peterson 
Carleton G. Case (14) Donald E. Koehn (5) Albert C. Printz (4) 
Eugene L. Christian (2) Esther Kohagen Otto F. Puffert 

Melvin |. Crumrine (5) Leonard C. Kramer (7) Harvey C. Raasch (7) 
Oliver J. Curfman (7) |. B. Krienke (8) George C. Rausch (7) 
Frederick A. Dettmann William A. LeCook (7) Lloyd T. Reed 

Alvin E. DeWeerth Harold C. Ling (6) Kenneth E. Renken (2) 
Lammert E. DeWeerth (9) Lawrence A. Lubben (5) Erwin G. Schrank (2) 
Roland F. Ebert Frederick H. Lueck (11) Victor W. Schulz (7) 
Albert Felmet, C.L.U. (11) Benton Luedecke (7) Ellsworth H. Shields (7) 
Virgil H. Folkers, C.L.U. (8) Herold J. A. Lueders (10) George H. Sielschott (8) 
Kenneth R. Fox Gladys H. Marten (12) 6 9 AS d 

Fred W. Gamm (3) Harold W. Mattke ; mir ga . sha 

Fred W. Guinsiler (2) Robert C. Meyer (4) eS ee 

Hilbert H. Hantelman (7) Eric W. Moerbe (2) George W. Thiemann (3) 
Carl F. Hanusa (7) Jerry J. Moerbe (2) Merton O. Todd 

Samuel J. Harke (11) Rudy R. Myers A. W. Winkelhake, C.L.U. (8) 


E. K. Hasselbring (8) 
Howard M. Hasz 
Ernest L. Hax (6) 


Grant Anderson (2) 
Richard R. Babbitt (3) 
Donald H. Barkley 
Corwin K. Barnhart (3) 
Samuel T. Beach (3) 
Carl F. Bockelman (8) 




















( ) Figure indicates number of years the award has been won. 
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Home Office e Waverly, lowa 
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HieNATIONAL UNDERWRITER 


Met Survey Shows 81.7% Opposed To VA 


(CONTINUED FROM PAGE 1) 


These com- 
represent 
all 


Life Insurers Conference. 
panies, the survey noted, 
more than 98% of the assets of 
life companies in the U.S. 


One-Question Survey 


Mr. Ecker pointed out that the sur- 
vey was not made in depth, but was 
one which sought a simple “yes” or 
“no” answer to the question, “under 
present conditions, do you believe that 
it would be in the best interests of 
the life insurance business for life in- 
surance companies to sell individual 
variable annuities to the general pub- 
lic? 

The survey also included room for 
“other comments,” and was mailed to 
the 314 company presidents on May 
12, along with a covering letter and 
explanation of the issue. Also includ- 
ed were Prudential’s and Metropoli- 
tan’s respective pro and con statements 
to a joint insurance committee of the 
Massachusetts legislature Sept. 29, 
1958, by Richard J. Congleton, general 
attorney Prudential, and Charles G. 
Dougherty, vice-president, insurance 
and public relations, Metropolitan. 


By June 11, Metropolitan had re- 
ceived 256 replies. Although no reply 
had been received from Prudential, 
Mr. Ecker noted that there is obvi- 
ously no question as to where they 
stand, and consequently they were 
included in the “yes” column, bring- 
ing the total number of responses to 
207. 

Of the 257 replies, 210 or 81.7% 
answered “no,” 21 or 8.2% said they 
were undecided or have no opinion, 
and 26 or 10.1% answered “yes.” 

If the tabulation is made on the 
basis of assets of answering compa- 
nies, the 210 who said “no” represent 
69.9% of the total; those undecided 
or with no opinion, 10.9%; and those 
who answered “yes,” 19.2%. 

Of the 19.2%, Prudential, alone, ac- 
counts for 14.5% and as a consequence, 
the others, only 4.7%. Metropolitan 
Life represents 16% of the assets in 
its category. 


Sold Through Subsidiary 
Mr. Ecker pointed out that includ- 


ed in the “no” group are eight com- 
panies, which while answering in the 
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Walter K. R. Holm Jr., right, Connecticut Mutual general agent at Providence, 


Benefi 
is a p 
of U. 
Cham 
merce. 


Stuz 
associé 
gage | 
depart 
al ho 
Prude 
has bi 
of the 
in Pl 
Johns 
manag 
ifornié 





presents the GAMC 100% membership award to Charles J. Zimmerman, prej- 
dent of Connecticut Mutual, center, and Raymond W. Simpkin, agency vice. © 
president. The award is presented to those companies having every gener © 
agent and manager enrolled in General Agents & Managers Conference of 
NALU. Mr. Holm headed the membership drive in the Connecticut Mutual field 





office underwriters 





The Right Training can 
Make Any Underwriter 
a Better Underwriter 


Training underwriters to be more effective is a long-standing 
service provided by North American Reassurance Company. 
The result of this training is often improved life company 
experience. 

This expertly conducted program is not stereotyped, 

“big class” training. It consists of individual guidance that 
not only strengthens the underwriter’s knowledge of the rules, 
but sharpens his ability to interpret and apply them correctly 
to each individual risk. It develops a much neglected faculty— 
the underwriter’s good common sense. 


Our underwriter training program is continuous. Instruction 
usually takes place at our own offices, but our training 
specialists do conduct courses at client company locations. 
Life companies of all sizes, and new or experienced under- 
writers throughout North America, are eligible and welcome. 


Our clients are enthusiastic about the quality of training 
their underwriters receive at North American. And this, 
like all our services, is rendered from a completely 
non-competitive position — “Reinsurance Exclusively” 
is our only business. s 








Why not write now for open dates in 

our underwriter training program? 

You'll find it can benefit both your 

underwriter and your company. 
Send for your free copy of “Reinsurance 
Exclusively” which outlines all North 
American services. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 





LIFE e GROUP 











force. 





negative, indicated in varying degrees 
of sympathy that such variable an- 
nuity sales might be made through a 
subsidiary company. If these compa- 
nies are added to the “yes” column, 
the percentage of those for variable 
annuity sales would be raised to 13.2% 
and, in terms of assets, boost the 14.5% 
figure to 20.9%. 

Mr. Ecker prefaced his report of the 
survey results by saying that it had 
all along been the impression of most 
people in the business that the life 
insurance industry was split approxi- 
mately down the middle on the sub- 
ject of selling variable annuities, but 
that the poll had indicated otherwise. 
He said it would be a very heartening 
thing for many people in the life field 
to see the results. 


Results Sent To Gov. Meyner 


When asked whether or not Metro- 
politan had forwarded the survey fig- 
ures to Gov. Meyner of New Jersey, 
who at the time of the press confer- 
ence was still considering for his sig- 
nature or veto variable annuity bills 
recently passed by the legislature, Mr. 
Ecker said a copy had been sent to 
the governor in the hope that it would 
influence his decision. 

Mr. Ecker added, however, that the 
general feeling was the governor was 
ready to sign the bills and that he, 
Mr. Ecker, felt the survey results 
would not affect the final outcome. 

Mr. Ecker also said copies of the 
survey had already been sent to re- 
sponding companies, and additional 
copies would be sent to those who did 
not answer. A copy would be sent to 
Prudential, he said. 

Mr. Ecker was asked how he felt 
about the package being offered by 
Fidelity Bankers Life of Richmond, 
which provides that the buyer of any 
ordinary life plan in the portfolio has 
the right to invest each year in the 
company’s companion mutual fund 
(Fidelity Variable Stock Fund, Inc.) 
an amount up to but not exceeding 
the amount of the insurance premium. 

Mr. Ecker said he was not trying 
to tell anyone how to run his busi- 


U. S. Life Has Complete 
Guaranteed Renewable 
Income Protection Plan 


United States Life has released to + 
its field force a complete guaranteed — 


renewable income protection portfolio | 
known as V.I.P. In addition to the 
five-year accident, two-year sickness; 
lifetime accident, five-year sickness, 
and lifetime accident, 10-year sick- 
ness, policies already in the portfolio, | 


the company has developed a new 
two-year accident, one-year sickness, © 
and two-year accident, two-year sick- © 


ness policy. : 


All the plans are available with four _ 


elimination periods and _ applications 
for up to $200 per month will be ac- 
cepted on the new extended non-med- 
ical basis in age groups 18-45 inclu- 
sive. In Classes 1 and 2, the participa- 
tion limit has been raised to $750 and 
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to $400 in Classes 3 and 4. 


Loy Named Deputy In 


Kentucky Department 

The Kentucky department has ap- 
pointed C. Russell Loy deputy com- 
missioner of the company and agent 
division. He succeeds the late Jack R. 
Wolford. Mr. Loy had been assistant 
to Mr. Wolford for nine months and 
was formerly with Commonwealth 
Life. 





ness but from his own point of view, 
his objections to life agents selling 


mutual funds were the same as they | 


were for life men entering the varia- 
ble annuity business. Mutual funds, 
like variable annuities, he said, are 
involved with investment in common 
stocks, the most speculative of all se- 
curities. 

When asked whether Metropolitan 
might, for competitive reasons, some 
day forget its opposition and sell val- 
iable annuities, Mr. Ecker answered 
that it was difficult to forecast future 
policy but that Metropolitan’s present 
policy is “to stand aloof from the vari- 
able annuity business.” 
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Home Office Changes 


Central National, Neb. 
Hugh F. McKen- 
na has been ap- 
pointed assistant to 
President Norman 
tT, Carson effec- 
tive July 1. Mr. 
McKenna has been 
in insurance for 12 
years, most of the 
time with Mutual 
Benefit H.&A. He 
is a past president 
of U. S. Junior 
Chamber of Com- 
merce. 





Hugh F. McKenna 


Prudential 


Stuart Dawson has been appointed 
associate general manager of the mort- 
gage loan and real estate investments 
department at the Minneapolis region- 
al home office. Mr. Dawson joined 
Prudential in 1946 and most recently 
has been regional manager in charge 
of the company’s mortgage loan office 
in Philadelphia. He succeeds Karl 
Johnson who was named regional 
manager of Prudential’s southern Cal- 
ifornia mortgage loan office. 


General American 


Otto J. Burian, vice-president and 
actuary, has been promoted to senior 
vice-president and chief actuary, and 
Edward L. Faith, associate actuary, to 





Edward L. Faith Otto J. Burian 


actuary, succeeding Mr. Burian as head 
of the actuarial division. Mr. Burian 
joined the company in 1919 and has 
been vice-president and actuary since 
1935. Mr. Faith went with General 
American in 1923 and became associate 


' actuary in 1944. Both are fellows of 


q 


Society of Actuaries. 


John Hancock 


Anthony J. Sabelli, field underwriter 
since 1954, has been promoted to co- 
ordinator in the 10-24 lives series of 
the group department. He joined John 
Hancock as a group underwriter in 
1954. 


North American Reassurance 


Dr. Harry E. Ungerleider has been 
appointed consulting medical director. 
He recently retired as director of 
medical research of Equitable Society 
after 33 years with the company. He 
entered the life business in 1926 as 
medical examiner at Philadelphia and 
was appointed to his most recent post 
with Equitable in 1947. He is a past 
president of Life Insurance Medical 
Directors. 


Lincoln National 
Richard W. Bartels has been named 
Frank Armstrong, formerly divisional 


supervisor in the agency department, 
has been promoted to the newly cre- 


ated post of director of the agency 
development program; and Richard E. 
Arick, formerly assistant agency au- 
ditor, has been moved up to assistant 
superintendent of branch offices. Mr. 
Bartels has been in insurance since 
1948 in both group and ordinary sales. 
Mr. Armstrong has been with Lincoln 
National since 1948, and Mr. Arick 
joined the company in 1952. 


Life Of North America 


William D. Smith has been elected 
associate actuary, effective Aug. 3. He 
has been with Prudential. 


Republic National 


Gene Jennings 
has been named 
superintendent of 
agencies. He has 
been in insurance 
since 1953 in the 
field and in agency 
management. 





Gene Jennings 


Massachusetts Mutual 


Arthur N. Nichols, methods coordi- 
nator in the planning department since 
1957, has been appointed assistant 
planning secretary; N. Noble Boyajy 
and Maurice A. Murray, methods ana- 
lysts, are named methods coordinators, 
and Raymond B. Nelson, assistant 
manager of the electronic data proc- 
essing department, becomes manager. 


FIRST UNITED LIFE of Gary has 
named A. Leon Boulgach director of 
the special risk division. Before join- 
ing the company, he was with Min- 
nesota Mutual Life. 


UNION TRUST LIFE—Named di- 
rectors are Michael J. Gilboy, presi- 
dent of Marketmens Mutual, and Phil- 
lip J. Fox, vice-president and attorney 
for the same company. 


HOME LIFE of Philadelphia has 
elected Albert W. Tegler, vice-presi- 
dent since 1953, as president; Carl H. 
Anderson, vice-president since 1951, 
as chairman; Margaret M. Walsh as 
treasurer, and Rosemary G. Walsh as 
a director. 


RELIANCE L.&A. of Dallas has 
named W. P. Moncrief director of un- 
derwriting and claims and Elmer R. 
Haslett administrative assistant and di- 
rector of real properties. 


PRODUCERS LIFE of Mesa, Ariz., 
has named Louis C. Halley director of 
agencies. 





50,000 John Hancock TB Booklets 


To Be Distributed In Philadelphia 

Albert C. Adams, general agent of 
John Hancock at Philadelphia and 
immediate past president of NALU, 
has presented 50,000 copies of the 
Hancock booklet “Tuberculosis” to the 
Philadelphia Tuberculosis & Health 
Assn. for distribution by mobile x-ray 
units, hospitals and schools. The gift 
from John Hancock, which is one of a 
series published by the company’s 
health education service, is designed 
to promote a better understanding of 
the disease. 
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. John Hancock Union Central 
Changes In The Field saccy Charles T. Roth son 
ay . Nagi ermel Jr. has been A —— A. Drake Prud: 
: * training consultant in the Minneapolis | _ appointed general as been named | early 
Pp — pla Life regional home office. Mr. Swanson agent at Chicago eee _Mil- | also : 
et hare: joined the company in 1949 and has to succeed Austin Waninee. 550 See 1 
poh! = been at Council Bluffs since 1956. sent spears wal Se gp, Nebr 
Cincinnati. He will Waite H. Archer has been named COMES TeSIGent SU= Wi oe 
ee ee staff manager at Fort Wayne. He for- perintendent of isconsin in 59 
represent the com- merly was at Lafayette. Ind agencies in Flori- years. Mr. Drake 
pany in five Ohio ss oi e i da. Mr. Rothermel, has been with Pry. Cha 
counties and three 3 : a CLU, has been dential there ag | at Alt 
counties in Ken- Franklin Life vice-president and eo agent and manager | Millio 
tucky. Mr. Willis Earl J. Lambert of Jacksonville, IIL, director of Moore, Charles A. Drake since 1951. a 
entered the insur- has been appointed district manager ale Case, Lyman & : 
ance business as for Morgan, Cass and Scott Counties. ° ™ Retherme! Jr. Hubbard, Chicago Monarch Life 
special agent of Dan N. Holt has been appointed a general insurance agents. He is a di- Lyle E. Robertson, general agent at 
Prudential and was general agent at Fort Smith, Ark. He rector of the Chicago chapter of Amer- Pasadena, has been promoted to re 
division manager joined Franklin’s sales force at Fort ican Society of CLU and past director gional manager for southern Califor. 
before joining P. A. Willis Smith a year ago. of Chicago Life Underwriters Assn. nia, and named general agents in his 
Midland Mutual. region are O. Cleveland Dudley, Santa 
. i Monica; Dennis A. O’Toole, Santa 
Prudential Jefferson National | Massachusetts Mutual in tee 4 io 
Charles J. Galvin has been named Lester S. Frost has been appointed David C. Englehart has been ap- William N. Byhower, Pomona; Philip 
district manager at Council Bluffs, Ia., general agent at Cleveland, and J. C. pointed district manager of Tualatin Schwimmer, Van Nuys, and Monte D, 
succeeding Richard K. Swanson, who La Perna has been appointed general Valley, Ore., with headquarters at Bea- Tipton, Phoenix. Mr. Dudley entered 
has been transferred to a similar po- agent at Tampa, Florida. Mr. La Perna verton. He has been with the Oregon 
sition at Omaha. Mr. Galvin joined was formerly an assistant manager of agency at Portland since 1953, of 
Prudential in 1952 and has been a American National. which Miles P. Englehart is manager. . B. 
H. Richard Ritter, district group ' . 
representative at Los Angeles, has 3 ad 
transferred to the new group office at ville : 
Phoenix in the same capacity. He en- will ¢ 
tered the life business in 1954 and 7. 
joined Massachusetts Mutual in 1956. ; me. 
ma * & & & x in 194 
J * agent 
State Mutual Life "years 
* ALL AMERICAN Robert A. Brei- y devel 
* denbach, group ' Surve 
LIFE & CASUALTY COMPANY BELIEVES... manager at Tampa, | temat 
Fla., since 1957, _ holde: 
¥ . i has been appointed + costs 
“The producer should be awarded a greater percentage superintendent of | North 
+ Ce * group sales. After : 
*: of commissions for larger production” * five years as a : 
* * group agent of Ra} 
* ‘“- *& John Hancock, he salen 
Se Bree. Legs YEARS) ®: 
tual at Minneapolis i “tt 
Why not investigate NOW one of the most talked about companies in America in 1951, R. A. Breidenbach 
and learn the startling facts about Democracy in action—through the out- N 
standing contracts and policies of All American Life & Casualty Company. Bankers Of lowa | 









Robert R. Bosworth, assistant re- 
gional group manager, Milwaukee, 
goes to Buffalo as regional group man- 
ager; Henry T. Handschuch, formerly 
in the Denver group office, to associate 
regional group manager, Los Angeles; 
Gordon Johnston, group representa- 
tive, Des Moines, to group manager, 
Denver; Stanley E. Louderback, group 
representative, Des Moines, to group 
representative, Indianapolis, and Dean 


WRITE: 
Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 


SUN LIFE HAS OPENED 

TWENTY-FOUR 

NEW BRANCH TERRITORIES 
IN NORTH AMERICA 
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Vasually le eile fi SRO: HNO E. Showers, for several years in the TO SERVE THE 
General Offices: ALL AMERICAN BUILDING, PARK RIDGE, ILLINOIS home office group sales department, + Warr 
to group representative in Des Moines. EXPANDING BUSINESS 
Lincoln National OF ITS REPRESENTATIVES. 7 
Ralph Smith has been named re- pointe 
* gional group manager at Erie, Pa., SUN LIFE IS 
Thi > h S b l e and James S. Ward at Birmingham. 
e 
1s 18 the SsyMDOl1 : mn A PROGRESSIVE COMPANY IN A a 
y ° Pacific Mutual Life ‘, 
e ave you - 
of Success to a e J Malcolm C. White, Oklahoma City PROGRESSIVE INDUSTRY. mana 
= general agent, retired June 15, the branc 
: e ready 17th anniversary of his appointment phis. 
x to the post and after 29 years with the with 
F ast-Gro \\ Ing Group ° to join company. Marking the occasion, Mr. tional 
y White was honored at a luncheon, since 
° where he was presented with an at- Rol 
of Gener al Agents rs them? mospheric clock by Joseph F. Tudor, Kinle 
” : assistant vice-president of the com- = LIFE _ nam 
EE? REN ° pany. _ mana 
Mr. White has been president of | Paso. 
epu 1¢ Oklahoma City Assn. of Life Under- . sistar 
L I C writers, General Agents & Managers _ New 
1 nsurance Lompan Assn., City Sales Executives Club, and CANADA there 
ife ws ; ip y ; Oklahoma A&H Underwriters Assn. Alv 
307 North Michigan Avenue, Chicago 1, Illinois Members of his agency will now be as- $3 bilion paid in policy benefits gener 
sociated with the company’s Oklahoma For 1 
City agency, managed by Ira Painton. omneD city \ 
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at Pasadena in 1957. Messrs. O’Too's 
and ?yle are former agents at Pasa- 
dena. Mr. Byhower had been with 
Prudential before ojnning Monarch 
early this year. Mr. Schwimmer is 
also « former Prudential agent, whiele 
Mr. Tipton was with Bankers Life of 
Nebraska. 


Northwestern Mutual 


Charles W. McDowell, district agent 
at Altoona, on July 1 succeeds Burr A. 
Million as general agent at Evansville, 
Ind. Mr. Million, who is retiring after 





Cc. W. McDowell 


B. A. Million 


31 years as a general agent at Evans- 
ville and 45 years with the company, 
will continue to serve his personal cli- 
ents. 

Mr. McDowell joined the company 
in 1947 at Altoona and has been district 
agent there since 1954. In his early 
' years with the company, Mr. Million 
' developed the Million Analysis And 
' Survey Book, said to be the first sys- 
_ tematic method of showing a policy- 
| holder’s premium outlays and policy 
' costs and values. It is widely used by 
_ Northwestern Mutual agents today. 





Northwestern National 


i Ray S. Cumpston has been ap- 
' pointed regional group manager at 
- Portland, Ore. For the past eight years 
- he has been in group sales work. 


National Life Of Vermont 


Warren C. Wil- 
son, associate gen- 
eral agent at 
Louisville, has 
been _ appointed 
general agent at 
Peoria. He has also 
been manager of 
Travelers at De- 
troit. 








4 Warren C. Wilson 


Monumental Life 


Jackson P. Adams has been ap- 
pointed general agent at Wichita. 


Occidental Of Cal. 


Virgyl D. John- 
has been named 
manager of a new 
branch at Mem- 
phis. He has been 
with Lincoln Na- 
tional at Memphis 
since 1948. 

Robert J. Mc- 
Kinley has been 
named branch 
Manager at El 
Paso. He was as- 
sistant manager of 
New York Life 
- there. 

Alvin L. Barnes has been appointed 
general agent in Wichita Falls, Tex. 
For two years he has been at that 
city with John Hancock. 





Virgyl D. Johnson 
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LIFE INSURANCE EDITION 


Continental Assurance 





James A. Glass 
Jr. has been named 
manager of a new 
branch at Birming- 
ham. In the busi- 
iness since 1955, he 
was a district man- 
ager there with 
Prudential before 
joining Continental 
Assurance. 


James A. Glass Jr. 
PACIFIC FIDELITY LIFE—Wil- 


liam M. MacKenzie has been ap- 
pointed general agent for the San 
Francisco bay area. 


MINISTERS LIFE of Minneapolis 
has appointed Kenneth Norquist re- 
gional secretary for the San Francisco 
area. He was previously with New 
York Life. 


CAPITOL LIFE of Denver has named 
Raymond J. Madsen general agent of 
a new agency at Seattle. He was dis- 
trict manager there of Equitable 
Society. 





Equity General Life 
In-Force $84 Million 


Stockholders of Denver Acceptance 
Corp., the holding company which owns 
and organized Equity General Life, 
have been informed that Equity Gen- 
eral Life received its license in Col- 
orado April 17. By May 21, the com- 
pany had $84 million in force—all 
credit life excess reinsurance written 
“on a profit participation basis with 
the originating company, Colorado 
Credit Life.” 

The letter to stockholders, signed by 
President A. J. Lefferdink, says 
Equity General Life will receive excess 
ordinary life business from Colorado 
Credit Life, Nebraska National Life, 
and International Life of the Americas, 
San Juan, Puerto Rico. It is expected 
the company will have $100 million 
in force by the end of its first year of 
operation. 


Pick Elizur Wright 
Award Advisory Unit 


Clyde M. Kahler, chairman insur- 
ance department University of Penn- 
sylvania, has been named to head the 
Elizur Wright Award advisory com- 
mittee of American Assn. of Univer- 
sity Teachers of Insurance. The 
Wright award, made annually for 
“outstanding original contribution to 
the literature of insurance,” carries a 
$500 honorarium. 

Other members of the advisory com- 
mittee appointed by D. M. McGill, 
University of Pennsylvania, and pres- 
ident of American Assn. of University 
Teachers of Insurance, are B. M. An- 
derson, vice-president Connecticut 
General; Philip Elkin, Temple Univer- 
sity; R. I. Mehr, University of Illinois; 
Alfred N. Guertin, actuary American 
Life Convention; Robert W. Osler, 
vice-president Rough Notes; and Wil- 
liam Rodda, secretary Transportation 
Insurance Rating Bureau. 

Messrs. Guertin, McGill, Osler, 
Mehr, and Rodda are all themselves 
past recipients of the award. 


Colonial Life home office employes 
will hold their annual outing June 23 
at the Rockaway River Country Club, 
Denville, N. J. 








REINSURANCE 


PROVIDING 


a complete service in all 
phases of Accident & Sick- 
ness where Reinsurance is 
helpful. 


Employers four decades of 
experience added to your 
own accelerates vital mod- 
ern progress. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCISCO 
100 Bush St. 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 








The Man 
Who Thinks 
For Himself 


will consider 


NFL 


ANY THINKING MAN KNOWS he'll 
move with a company on the move 
and National Fidelity Life is very 
much on the move! So consider your 
present position and then check the 
possibilities offered by a dynamic com- 
pany, one of the nation’s strongest by 
any standard of comparison. See if 
there isn’t a place for you in this 
growing organization. And when you 
think of your success, think of NFL. 


* NEW POSITIONS are now being 


created for Salaried Supervisors 
and General Agents. 


% LIBERAL CONTRACT offering 


you top commissions, salaries, in- 
centive b and exp 


* FULL LINE of policies giving you 
unlimited flexibility in Life, Acci- 
dent and Sickness, Hospitalization, 
Group and Wholesale. Both Par 
and Non-Par. 


SERVICE available to you at all 
times in any area will be friendly 
home office assistance. 

If you are a thinking man, write today to Vice-President Wylie Craig or 
Bennett Taylor, Dept. NU 69 


Netional P idetiy | Pez 


INSURANCE COMPANY 
W. Ralph Jones, President 
1002 Walnut Kansas City 6, Missouri 
One of the Nation’s Strongest by Any Standard of Comparison 








NEW N.F.L. EXTRAS 
@ Quantity Discount Premiums 
@ Reduced Rates to Females 
@ Option-to-Buy Rider 


* 
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FieNATIONAL UNDERWRITER 


NAIC Shows Willingness To Tackle Issues 


(CONTINUED FROM PAGE 1) 


The meeting agenda led up, inevi- 
tably, to NAIC relations with the fed- 
eral government, especially the O’Ma- 
honey subcommittee. The determina- 
tion of the commissioners to tackle 
problems with more vigor and to show 
a willingness unusual for NAIC to 
come to decisions could be attributed 
in large part to the knowledge that 
state regulation is being second- 
guessed in almost all its phases. The 
Federal Trade Commission, the Se- 
curities & Exchange Commission, the 
Interstate Commerce Commission and 
now the O’Mahoney subcommittee are 
watching the actions of the commis- 
sioners and have shown a _ tendency 
to move in wherever an _ opening 
appears. 

Thus the meeting Thursday after- 
noon of the preservation of state reg- 
ulation and the federal liaison com- 
mittee was the best attended of any at 
the Boston meeting. 


Reviewed Testimeny 


Donald Knowlton of New Hamp- 
shire, chairman of the preservation of 
state regulation committee, offered 
a statement in which he reviewed the 
testimony given at the O’Mahoney 
hearings and the background of the 
questionnaires sent out by the O’Ma- 
honey subcommittee to the insurance 
departments. 

Questionnaire +2 is a_ particularly 
irritating one to the commissioners, 
and Mr. Knowlton said in his state- 
ment that his committee felt the ques- 
tionnaire, even in its final form, re- 
quired explanatory comments. On May 
22 his committee sent out a memoran- 
dum for the information of commis- 
sioners. 

Prompted by their own discomfort 
and difficulty in attempting to answer 
O’Mahoney questionnaire +2, and by 
some fiery talk from Commissioner 
Blackford of Michigan, the commission- 
ers officially took a somewhat balky 
position over their response to this im- 


posing survey. The report of the pres- 
ervation of state regulation and federal 
liaison committees said in part: 

. it was the sense of the commit- 
tees that the answers to questionnaire 
#2, except as to question D, part D II, 
be answered from the information on 
file in the commissioner’s department 
and that if the information was not 
available the answers should so state 
with appropriate explanation. It is 
hoped that those commissioners who 
have sent out questionnaires to com- 
panies, associations, or rating bureau 
will withdraw such questionnaires and 
not require the companies, association 
or bureaus to answer.” 


Some Things To Consider 


In the light of the present situation, 
Mr. Knowlton said, the preservation 
of state regulation committee could 
“well consider:” 

1. What steps should be taken to 
best present to the senate subcommit- 
tee the picture of state regulation from 
the point of view of the NAIC. 

2. What recommendations it should 
make to the NAIC to facilitate and ex- 
pedite the already proposed review of 
the rate regulatory laws. 

3. In the light of modern conditions 
should any recommendations be made 
for a study of the history and purpose 
of the inland marine definition. 

4. Does the present situation make it 
desirable for the NAIC to adopt a reso- 
lution reaffirming the position it has 
always taken that independency of ac- 
tion and competitive opportunity are 
in the public interest and should be 
preserved. 

McConnell of California praised the 
“tremendous amount of valuable 
work” that Mr. Knowlton has per- 
formed on behalf of NAIC, and C. F. J. 
Harrington, executive vice-president 
National Assn. of Casualty & Surety 
Agents, read a resolution of his or- 
ganization favoring state regulation. 
Then, as an individual member of Na- 
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EXCEPTIONAL OPPORTUNITY 


Here is an unusual opportunity for a man be- 
tween 30-40, with an outstanding southwestern 
life insurance company. Experience in internal 
and field operations is preferred, but internal 
experience is acceptable. Applicant should pres- 
ently be holding a position of at least middle 
management. Other necessities for this position 
are: College degree, good appearance, dynamic 
personality and a willingness to travel. This is 
not an agency assig +. The assig + offers 
an opportunity to relocate in the southwest at 
a salary of $6,000-$8,000, excellent benefits, and 
opportunities. Please mail a complete résumé 
and a recent photograph to Box G-91, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 








EUROPEAN OPPORTUNITY 


A prominent Eastern insurance company 
with an expanding agency in Europe 
writing military and American business 
people offers top contracts to top agents 
who still retain some adventurous spirit. 
Openings are available in England, Ger- 
many, France, Spain and North Africa. If 
you are interested in and capable of real 
production, d with tre in- 
come tax advantages, write for full par- 
ticulars in confidence. Send personal 
details and photograph to Robert H. 


Rose, 82 Portland Place, London, W. 1. 








WANTED: 
PURCHASING AGENT 


Large Midwest company needs experienced Pur- 
chasing Agent. Preferably under age 40. All 
correspondence strictly confidential. Address Box 
G-99, c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 


AGENCY WANTED 


7 years Brokerage Mar. small Co. 6 years Broker- 
age Mgr. large Eastern mutual in large Midwest 
city. Much recent effort on proper bank plans 
now over. Need new field. Write Box H-10, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








HOME OFFICE 
LIFE UNDERWRITER 

Excellent opportunity with midwestern life com- 
pany writing life and A. & S. insurance. Assets 
over $100,000,000. Position directly under Under- 
writing Viee’ President. 3-5 years’ underwriting 
experience required. State education, experience, 
present salary. All replies confident ial. Write — 
H-11, c/o The National Underwriter Co., 175 
Jackson Blvd., Chicago 4, Ill. 








Available 
YOUNG GENERAL AGENT 

with excellent production record wishes to make 
connections with company desiring Sales Director 
or Sales Promotion Manager. Small or medium 
sized company preferred who wishes to increase 
their production with new ideas and sales 
methods. Contact this live wire at Box H-16, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








tional Assn. of Life Underwriters, Mr. 
Harrington said he believes he “joins 
many others, including the officers” of 
NALU “in completely repudiating the 
statements of Lester O. Schriver, man- 
aging director of NALU, in the June 
issue of Life Association News.” The 
reference was to an article by Mr. 
Schriver in this publication which 
was described by Mr. Harrington as 
indicting without supporting evidence 
a whole segment of the insurance bus- 
iness, principally its regulation. 

Commissioner Frank Blackford of 
Michigan, an NAIC freshman, made 
his first appearance before the mem- 
bership a memorable one. Mr. Knowl- 
ton’s request for comments on his re- 
port on the state-federal situation 
seemed about to founder and come to 
rest on the comments of Mr. Harring- 
ton until Mr. Blackford took the ros- 
trum, observing that he would prefer 
to air his opinions in the open rather 
than executive session. He proced- 
ed to offer as firm a statement of 
position on the O’Mahoney investiga- 
tion as has been put in the record 
anywhere. 

Good Offense Better Than Defense 

Mr. Blackford said long ago he 
learned that a good offense is better 
than a defense, and that “when my 
opponent can instill fear in me, he has 
me whipped.” He has noted a feeling 
of fear and apprehension in NAIC 
over the O’Mahoney investigation, he 
explained. Many of the members ap- 
pear to have gone overboard. 

He is not, he declared, fearful of 
any one man or any one committee of 
the Congress. Sen. O’Mahoney may 
conclude that state regulation is not 
desirable, but that doesn’t represent 
the thinking of Congress. The repre- 
sentatives of Michigan in the Con- 
gress won’t vote on a matter such as 
usurpation of state regulation, Mr. 
Blackford asserted, without conferring 
with the officials at home. 


No Need For Apprehension 


There is no need for apprehension, 
he went on, declaring, “When I get 
a questionnaire such as the second 
one sent out by the investigating com- 
mittee I’m about ready to call a halt.” 

His staff has told him that this sec- 
ond questionnaire can’t be completed 
without great expense to the taxpay- 
ers, Mr. Blackford said. Other states 
have told him the same thing. He said 
he has heard questionnaire #2 de- 
scribed on a number of occasions as 
a fishing expedition, that the informa- 
tion can’t be supplied except by “wild 
guess” and the departments need the 
help of industry to fill out many of the 
answers to do any kind of a job. Why 
didn’t Sen. O’Mahoney go to industry 
in the first place? he wondered. 

It will cost Michigan $15,000 to 
$20,000 to complete questionnaire #2 
he disclosed. 

Mr. Blackford proposed that a com- 
mittee of NAIC meet with the proper 
officials in Washington “and go to 
the mat with this thing. If it takes a 
fight, let’s have it. Let’s not be ap- 
prehensive.” 

If such a meeting does not meet 
with NAIC approval or can’t be ac- 
complished, he said he intends to 





FOR SALE 
FIRE AND CASUALTY COMPANY 


Ideal opportunity for a progressive life company 
to acquire a companion fire and casualty com- 
pany. Company domiciled in Southern state. 
Experienced, capable personnel willing to relo- 
cate. Required investment $500,000. Address Box 
H-13, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











complete the questionnaire as best he 
can and send it to the Senate commit. 
tee with a letter saying that if more 
is wanted the committee will have 
to supply the appropriation and the 
staff to complete it. He will do that 
alone if need be, he averred, but he 
would like to have support from 
NAIC. 

Many states have held off attempt- 
ing to answer the questionnaire un- 
til the Boston meeting of NAIC, Mr. 
Blackford declared, in the expectation 
that there would be some solid help 
in the matter, or even a solution, forth- 
coming. 

“If this meeting breaks up with no 
more than resolutions of fear, I have 
wasted my time coming here, and the 
money of the taxpayers of Michigan, 
and the next meeting will find me 
absent,” he stated. 

The meeting of the life insurance 
committee was enlivened when the 
report of the variable annuities sub- 
committee was read. All the other 
subcommittees had little to say and 
what there was was not of a nature 
to cause dissension or debate. 

The meeting was presided over by 
Commissioner Premo of Connecticut 
who substituted for Leggett of Missouri, 
Mr. Leggett and a number of the other 
commissioners spent a_ considerable 
time working over a_ subcommittee 
report in the fire business. 

C. F. J. Harrington, speaking for 
himself as a policyholder, offered some 
doubts as to the advisability of the life 
companies entering the variable an- 
nuity field by means of dividing their 
assets and setting up segregated funds, 
He said the commissioners who have 
fought government interference are 
opening the door to it in the variable 
annuity field and are asking for head- 
aches in the valuation of securities. He 
suggested the use of separate com- 
panies to write this type of business. 


Courts Are Deciding Matters 


Commissioner Howell of New Jersey 
said he wondered whether it was not 
academic for Mr. Harrington to be 
debating the merits of variable an- 
nuities at this point because those 
matters are being decided by the 
Supreme Court and the state courts. 

A more pertinent observation on the 
variable annuity subcommittee report 
was made by C. C. Fraizer, Lincoln, 
counsel of Travelers Health of Omaha, 
who called attention to the phrase “sub- 
ject of dual regulation.” 

Mr. Fraizer said the Federal Trade 
Commission has said in effect, “let’s 
have dual regulation.” The states 
should jealously attempt to guard any 
inroads on their jurisdiction, he said. 
The Supreme Court handed down a 
decision on variable annuities that 
allows the SEC some authority over 
securities, but Mr. Fraizer said this is 
not dual regulation of insurance. He 
suggested changing the word “dual” 
to “divided” or some other word or 
phrase which would not indicate that 
NAIC is surrendering its right to 
regulate insurance exclusively. 

Horace Baker of John Hancock, 
speaking of the phrase “states be 
alerted to examine their laws” said 
this question deserves a_ continued 
study by NAIC itself and wondered if 
the record could be changed to note 
that the parent body and its committees 
will continue to examine the question 
with a view to further recommenda- 
tions at the December, 1959, meeting. 

Both Mr. Fraizer’s and Mr. Baker’s 


suggestions were adopted in an 
amended version of the subcommittee 
reports. 


Before going into executive session 
to have its meeting with SEC represent- 
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tives, the executive committee heard 
reports on the executive secretary’s 
office and other matters pertaining to 
NAIC operations. One of the proposals 
up for adoption was the question of 
consolidating the fire and marine and 
the casualty and surety and workmen’s 
compensation committees in a single 
committee, and another to put the 
unauthorized insurance committee into 
the laws and legislation committee. 

The executive secretary, Hugh Tol- 
lack, is to make monthly reports on 
the work of his office and other mat- 
ters of interest, including committee 
activities, thus acting as more of a 
clearing house of information. He has 
peen instructed to hire an assistant to 
help him perform some of these func- 
tions. 

There is also up for consideration 
the possibility of moving the NAIC 
headquarters office to Washington, 
D.C. 

A summary of the executive secre- 
tary’s report showed a balance of 
approximately $13,000 on hand as of 
June 1. The suggested budget for the 
coming year calls for an income of 
$39,000 and disbursements of $46,500, 
to leave an estimated balance of ap- 
proximately $6,500 next June 1. 


R. H. Niles In New Post 
With Coates-Herfurth 


Ralph H. Niles has gone with Coates, 
Herfurth & England, consulting actu- 
aries, at Denver, 
effective July 1. 
He was formerly 
assistant vice-pres- 
ident and actuary 
of Standard of 
Oregon and had 
been with the com- 
pany 22 years. A 
fellow of Society 
of Actuaries, he is 
a past president of 
Actuarial Club of 
the Pacific States. 


Seeks Registration Of 


Variable Annuity Policies 
(CONTINUED FROM PAGE 1) 
segregated, both physcially and on the 
company records, from the assets held 

for capital stockholders. 

Of First National, SEC said the com- 
pany presently has 155,000 outstanding 
shares, not including 20,000 which may 
be sold through the exercise of options 
to company officials, employes and 
agents. Net proceeds of the sale of ad- 
ditional stock will be added to general 
funds to implement an expansion pro- 
gram. 





Ralph Niles 


Seaboard To Recapitalize 

Seaboard Life called a special meet- 
ting of stockholders June 16 at the 
DuPont Plaza Hotel, Miami, to vote 
on recapitalization and reclassification 
of stock. If the reclassification is ap- 
proved, Seaboard’s two classes of stock 
—an “A” non-voting stock and a “B” 
voting class—will be consolidated. 

The exchange which was voted on by 
stockholders was one share of “A” 
stock for one of the new common 
stock, and one share of “B” for five 
shares of the new. The proposed five- 
for-one exchange has been approved 
by Florida insurance commission. 

Albert B. Myers, president, said that 
the exchange will result in $1 being 
added to capital by “B” stockholders 
for each new share issued. After con- 
solidation, there will be 676,163 shares 
of common stock outstanding of the 
$2 million shares authorized. 


LIFE INSURANCE EDITION 


IAAHU Concerned With Forand-Type OASI 


(CONTINUED FROM PAGE 1) 


ment to a socialistic system,” Mr. 
Pritchard said. “But when the ques- 
tion is raised regarding excessive ben- 
efits being made by excessive premi- 
ums, restrictive clauses and refusal to 
pay claims, we cannot expect the pub- 
lic to support such private business. 
It then becomes a job for the good 
companies, the honest underwriters 
and our insurance departments to 
clean house.” 

A three-man panel devoted more 
than an hour to exploring the threat 
of Forand-type extensions of social 
security. The panel consisted of Wil- 
liam B. Cornett, director of A&S 
sales for Prudential, who described the 
government plans now in effect in 
nearly all the provinces; Robert R. 
Neal, general manager of Health In- 
surance Assn., who talked on the po- 
litical aspects and evaluated the pres- 
sure behind such measures; and Ar- 
mand Sommer, vice-president of Con- 
tinental Casualty, who told what com- 
panies are doing in the over-age and 
substandard fields. Robert B. Mitchell 
of THE NATIONAL UNDERWRITER was 
moderator. 


90% Drop Indicated 


Mr. Cornett said Prudential’s Cana- 
dian experience indicated a govern- 
ment plan would cause a company’s 
writings to drop about 90% in the 
lines affected. 

Mr. Neal said Congressmen who are 
pushing Forand-type measures are 
not doing so out of any personal en- 
thusiasm but because they think the 
public wants such legislation. He 
urged IAAHU members to inform the 
public and to interest themselves in 
local politics, not to the extent of run- 
ning for office but so as to have some 
influence in local political matters and 
thereby join with others and carry 
more weight with senators and rep- 
resentatives from their respective are- 
as. 

Mr. Sommer said the insurance 
business can handle the over-age 
problem, though the most difficult part 
is insuring those currently age 50 and 
older. Below about age 50 it is just a 
matter of building adequate reserves 
to take care of lifetime coverage. 
Asked if progress in insuring the over- 
age and substandard A&S risks is 
rapid enough to forestall measures of 
the Forand type, Mr. Sommer ex- 
pressed confidence that it can be done 
but said it is a “tight race.” 

Mr. Cornett was chosen as A&S 
“man of the year” and recipient of the 
Harold R. Gordon award for 1959. The 
presentation was made at the closing 
banquet Wednesday. He was the unan- 
imous selection of a seven-man com- 
mittee. 

The award was presented by Irving 
G. Wessman of Chicago, secretary of 
America Fore Loyalty group, acting 
for John C. Burridge of THE NATIONAL 
UNDERWRITER, selection committee 
chairman. 

Mr. Cornett was president of IAAHU 
in 1939-40, when it was called Na- 
tional A&H Assn., and has spent 38 
years in the A&S business. He or- 
ganized the Columbus, O., association 
in 1936 and was its first president. 
He later assisted in organizing asso- 
ciations in Cincinnati, Dayton, Akron, 
Toledo and Youngstown. This activity 
led to the formation of the Ohio as- 
sociation, of which Mr. Cornett served 
as executive secretary from 1937 to 
1942. He was on the national associa- 
tion executive committee in the early 
1940s when it drafted the original 
constitution. He also headed the mem- 


bership and law and legislation com- 
mittees. 


1,088 Sales In One Year 


As a salesman, Mr. Cornett estab- 
lished a one-year record of 1,088 sales, 
averaging more than $60 in annual 
premiums per sale. 

He worked diligently to establish 
an A&S division in LIAMA and last 
April was named chairman of the 
LIAMA A&S committee. He is a 
member of the executive committee 
of the New York City A&S Club and 
for the last four years has been a di- 
rector of the New Jersey association. 
He is also serving on the educational 
subcommittee of Health Insurance 
Assn. i 

The award, given under IAAHU 
auspices, is sponsored by the Chicago 
A&H Assn. It includes, besides the 
framed citation, an impressive oak and 
bronze plaque and a mounted gavel. 


Commissioner Palmer Speaks 


Commissioner Palmer of Indiana 
delighted the Monday dinner audience 
with a succession of hillbilly anec- 
dotes, then launched into a_ serious 
talk on the responsibilities and oppor- 
tunities of the A&S business. It is 
reported separately. 

“The wonderful job the board of 
directors, officers, and committee 
chairmen have been doing the past 12 
months” was acknowledged by Gail 
Shoup, Lincoln National, Grand Rap- 
ids, outgoing president of IAAHU. 

Mr. Shoup also noted that a com- 
mittee of IAAHU is working on a per- 
sistency award to recognize salesmen 
who have good A&S production. A 
guide manual for local association ac- 
tivity is being developed by Glenn 
Brooks, Southland Life, he said. Fi- 
nancially, he said, the strength of the 
association is greater now than it has 
ever been in recent years. 


Directors Elected 


The following were elected to the 
IAAHU board of directors: western 
New York, Richard Michaels, Federal 
Life & Casualty, Buffalo; Minnesota, 
John Symanitz, Inter-State, Minneap- 
olis; Oregon-Washington, Malcolm 
Bryant, North American Accident, 
Portland; Colorado, Richard Myers, 
Bankers Life & Casualty, Denver; 
Iowa, Rollie Slotten, Inter-State, Des 
Moines; Alabama, Maurice Ausley, 
North American Accident, Birming- 
ham; Kentucky, William B. Harrelson, 
State Ins. Co. of Kentucky, Louis- 
ville; Maryland-Delaware, Vito A. 
Marino, Metropolitan Life, Baltimore; 
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West Virginia, John Hermandorfer, 
Occidental Life of California, Hunt- 
ington; Indiana, Robert W. Osler, 
Rough Notes Co., Indianapolis; Wis- 
consin, John Frey, Prudential, Mil- 
waukee; Connecticut-Rhode Island, 
Fred E. Dinehart, Metropolitan Life, 
Hartford. 

Attendance at the convention was 
341, according to Mr. Osler, general 
convention chairman. He said it was an 
increase over the last couple of years 
but not a new record. : 

Other events of the convention will 
be reported in next week’s issue. 


Ellen Putnam’s Bonnet Is 
In The Ring For Second 
Term As A NALU Trustee 


The candidacy of Ellen M. Putnam, 
National Life of Vermont, Rochester, 
for a second term as a NALWU trustee, 
has been endorsed by Women Leaders 
Round Table of NALU. Miss Putnam 
was elected a trustee at the annual 
meeting in Detroit and is running for 
a second two-year term. 

An agent of National for 39 years, 
Miss Putnam is a charter and life 
member of WLRT. She was the first 
woman agent to be elected president 
of a local association—Rochester, 1933- 
34—and was this local’s national com- 
mitteewoman for 11 years. 

She is also a past president of the 
Rochester chapter of American Society 
of CLU, and of the Rochester Life In- 
surance & Trust Council, and a mem- 
ber of the advisory committee for the 
women’s division of Institute of Life 
Insurance. 

She is an alumnus of the Rochester 
Institute of Technology and did grad- 
uate work at the Universities of Buf- 
falo and Rochester, where she ar- 
ranged CLU classes for the past 21 
years and was a member of the first 
LUTC committee. 


Atlantic Southern Splits Stock 

Atlantic Southern of San Juan, 
Puerto Rico has declared a 100% stock 
dividend and a cash dividend of $10 
after distribution of the stock dividend. 
This increases the capital from $50,000 
to $100,000, comprised of 1,000 shares 
of $100 par stock. 


CLU Classes At Washington U. 

CLU classes will be conducted at 
Washington University in St. Louis 
during the forthcoming academic year. 
Preparatory courses for parts I and III 
will be held; other courses are pro- 
mised for later semesters. 








Newly elected officers of Chicago Assn. of Life Underwriters at the ann 





ee 


ual 


meeting. From left: Stuart A. Monroe, Mutual Benefit Life, treasurer; William 
McKechney, Northwestern Mutual, 2nd vice-president; Robert K. Schott, Phoe- 
nix Mutual, retiring president, congratulating the new president, George H. 
Schuermann, Union Central; Oliver R. Aspegren Jr., Ohio National, Ist vice- 


president, and Gerhard C. Krueger, 


Equitable of Iowa, who was recently 


elected president of the state association. Roy D. Simon, Penn Mutual, was 
named national committeeman for the Chicago association. Meeting speaker 
was W. A. Hunt, midwest superintendent of agencies Phoenix Mutual. 
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Stress Need For Benefits To Retired Persons 
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described studies made by his com- 
pany on persistency rates, expense 
rates and production statistics for 
general agencies. W. C. Brown, Colo- 
nial Life, described similar studies in 
his company. 

Discussing underwriting procedures, 
L. J. Stulce, Life of Georgia, de- 
scribed expense savings made possible 
on a new series of monthly premium 
policies by the elimination of attach- 
ment of applications, reduction of med- 
ical and inspection procedures, and 
issuance of such policies by punched 
card equipment. 

During a discussion of actuarial 
staff requirements, H. M. Stiles, South- 
ern Life & Health, noted the desira- 
ble experience acquired by actuarial 
personnel who in small companies 
often become involved in tabulating 
work, planning functions and other 
functions that are not strictly actu- 
arial in nature. 


Graded Premiums Discussed 


In the discussion on graded premi- 
um policies, R. C. Dowsett, Crown 
Life, reported an increase in the com- 
pany’s average size of policy with use 
of graded premiums. W. L. Farmer, 
Protective Life, noted a good accept- 
ance by its agency organizations of 
graded premiums. T. E. Gill, London 
Life, said that there has been little 
change in the distribution of business 
by plan since it introduced graded 
premiums. 

A. U. Jenkins, Prudential, presided 
over the discussion of subjects relat- 
ing to ordinary insurance and annu- 
ities. H. E. Ruck, Volunteer State, 
indicated that most of the expense 
savings resulting from the use of pre- 
authorized check and salary allotment 
plans have been due to mechanization 
of procedures. While the persistency 
of this business has been good, the 
shift of business to these plans has re- 
sulted in reduced persistency on an- 
nual and semi-annual business. W. K. 
Nicol, Commonwealth Life, expressed 
concern over the problems and expense 
that may arise if it becomes necessary 
to place magnetic ink identification 
information on _ individual checks 
drawn under pre-authorized check 
plans. 


Economies Described 


J. L. Glenn, Bowles, Andrews & 
Towne, discussed the relatively small- 
er profit margins available to smaller 
companies under a given rate pattern 
because of increased overhead expens- 
es and indicated several ways in 
which companies might justify re- 
duced margins. 

J. R. McDonnell, New York Life, 
considered one-year term additions 
purchased with policy dividends from 
the standpoints of availability and 
underwriting. He pointed out that ex- 
tra expenses and the applicability in 
the areas of split-dollar and business 
insurance situations suggest limiting 
the option to policies of relatively 
large amounts. 

Benefit structures, premium levels 
and underwriting rules for guaranteed 
insurability riders wefe discussed by 
H. C. Hanlin, Provident Life & Acci- 
dent, and J. C. H. Anderson, Georgia 
International. Mr. Hanlin reviewed 


the variations in their rider which 
applies to the first $25,000 of insur- 
ance rather than $10,000 and has four 
option dates at ages 25, 30, 35 and 40. 
Mr. Anderson described the rider be- 
ing used by some new companies. It 
grants a premium credit at the time 


an option is exercised. 

W. J. Mays, Western & Southern, 
W. K. Nicol, Commonwealth Life, ang 
W. A. Dreher, Bowles, Andrews & 
Towne, presented information for thei 
companies on the trend of lapse rate 
in recent years. 

C. A. Yardley, New England Life 
and Daton Gilbert, Connecticut Mp. 
tual discussed recent experience anjq 
underwriting of guaranteed issue busi. 
ness. Both indicated they do not use 
these policies with salary allotment 
plans. 

The upward trend in underwriting 
costs was considered by C. W. Jacoby, 
Prudential, who suggested that sys. 
tems improvements, greater use of 
the binding receipts, and more selec. 
tive use of inspection reports, medica] 
examinations and attending physicians’ 
statements are worth exploring in 
attempting to offset the trend. He algo 
outlined Prudential’s inspection report 
and non-medical rules. 


Electronics Forum 


The forum on developments in the 
field of data-processing machinery 
was moderated by H. C. Unruh, Proy- 
ident Life & Accident. Particular 
problems of management in convert. 


ing major clerical operations to elec. © 


tronic equipment were discussed by 
Mr. Unruh, A. D. Murch, Prudential, 
J. C. Davidson, Confederation Life, D, 
H. Harris, Equitable Society, and R. R. 
Strickert, National Life & Accident, 

These companies which have gen- 
erally made major progress in con- 
versions have found that, with some 
variety, the anticipated savings are 
being realized. Company organizations 
tend to be altered in order to integrate 
with the new machines. Personnel 
problems are being met successfully, 
both in protecting the interests of 
present employes whose jobs are af- 
fected and in staffing for the extra 
burdens of the transition. Major im- 
provements in accuracy and service 
are being realized, along with expand- 
ed opportunities for statistical analy- 
sis and research. . 
Tell Specific Applications 

Specific applications of electronic 
machines were discussed by Mr. Un- 
ruh, Mr. Harris, D. M. Irwin of Aetna 
Life and R. E. Traber of Equitable 
Society. Mr. Harris described the is- 
suance of ordinary insurance policies 
by an electronic machine which si- 
multaneously prepares most of. the 
operating records. The other speakers 
described systems developed by their 
companies in the field of group insur- 
ance to cover maintenance of. indi- 
vidual life records, issuance of group 
certificates, premium and commission 
calculation and accounting, individual 
case experience records and auditing 
of claims. A major problem in the 
group field is the great variety of 
benefits and procedures which re- 
quires a surprisingly large amount of 
planning and machine programing. 

Kenneth Black Jr., editor of the 
CLU Journal, a guest, speaking of the 
newly founded actuarial school at 
Georgia State College, said the actu- 
arial profession should gain from the 
current increase in the subject of 
mathematics if a good recruiting job 
is done. G. E. Immerwahr, Monu- 
mental Life, described tests he uses 
in screening prospective actuarial stu- 
dents. H. M. Sarason, consulting actu- 
ary, observed that many of the best 
college graduates can be hired sev- 
eral months before graduation, rather 
than immediately upon graduation. 
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165 Attend ALC Medical Section Parley 
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voluntary insurance programs and 
their relation to the older population. 
The commission would be empowered 
to recommend legislation to the Con- 
gress and the President. 

Mr. Miller then explained what the 
pusiness is doing about the care of the 
aged and said that “upwards of 40% 
of those 65 and over now have some 
form of health insurance benefits. As 
late as 1952 only 26% of this segment 
of the population had any health in- 
surance.” He continued by pointing 
out that private institutions are work- 
ing on the problem and said that rea- 
sonable estimates indicate that by 
1960 60% of the older persons who 
want health insurance will have it, 
and 75% by 1965. A figure of 90% 
by 1970 is entirely possible. 


Should Recognize Blue Cross 


He also called upon the medical di- 
rectors to recognize that the providers 
of voluntary health insurance include 
Blue Cross and Blue Shield. The pub- 
lic has chosen the Blue Cross and in- 
surance companies in about equal 
proportions. It is of utmost importance 
that insurance companies and Blue 
Cross recognize their joint interest in 
furthering the common objectives of 
extending voluntary insurance on as 
broad a basis as possible, in a sound 
manner, and at a reasonable cost all 
citizens can afford to pay. 

The usual convalescent period after 
common surgical procedures in un- 
complicated cases can safely be short- 
ened, with resultant psychological, 
physiological and economic benefits to 
the patient, Dr. F. C. Dohan, assistant 
professor Pennsylvania University 
school of medicine, declared. 

He pointed out that there are wide 
ranges of opinion concerning the nec- 
essary length of convalescence in the 
same hypothetical cases. The average 
amount of bed rest after surgery has 
not decreased significantly in the past 
40 years, despite the marked change 
in medical opinion concerning the 
need for it. 

Dr. Dohan said he believed the du- 
ration of post-surgical convalescence 
could not be accounted for by sick- 
ness insurance benefits nor physio- 
logic needs. The average convales- 
cence after common surgical proce- 
dures for men in the air force is about 
one-third of that of young men in 
civilian life. Studies in other groups 
have also shown the safety and bene- 
fits of a marked reduction in the con- 
valescent period. 

More and more patients who have 
undergone surgery to correct cardio- 
vascular conditions are insurable, Dr. 
Thomas R. Hale, Sun Life of Canada, 
noted. 

Among other surgical procedures, 
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he considered correction of auricular 
septal defects, saying that in selected 
cases where the cardiovascular sys- 
tem has apparently by all criteria been 
restored to a relatively normal state, 
with normal pulmonary pressures, can 
be underwritten after a _ five-year 
waiting period. He indicated a sim- 
ilar possibility to-cover cases of co- 
arctation of the aorta. He said that 
from an insurance point of view, med- 
ical directors should be somewhat 
cautious about patients whose opera- 
tion took place after the age of 20, 
although even then, if the patient has 
a normal blood pressure, they are 
proper subjects for insurance after a 
five-year waiting period. 

On the whole, he was hopeful that 
as surgical techniques become per- 
fected, and more evidence is accu- 
mulated, the number of applicants 
who have had heart surgery of one 
kind or another who can be accepted 
will increase steadily. 

Employe health programs are “a 
paying proposition,” according to Dr. 
J. Grant Irving, medical director, and 
Dr. J. Kenneth T. Ormrod, assistant 
medical director, Aetna Life. Dr. Ir- 
ving reported a survey revealed that 
only 0.3% of 1,000 small plants studied 
failed to find that health programs 
paid for themselves. Of the plants ex- 
amined, 93% got a reduction in com- 
pensation insurance premiums, in 
some instances as much as 25% 

An employe health program can 
cut costs through the reduction of hos- 
pital and surgical costs, absenteeism, 
accident frequency and severity, as 
well as labor turnover. 

Dr. Irving pointed out to the audi- 
ence that as medical directors of their 
companies, they would have a good 
deal to do with such health programs, 
because in the eyes of the employes, 
the health service forms the medical 
director’s most important job. 

He emphasized the need for friendly 
and understanding cooperation be- 
tween the industrial physician and 
the family doctor. In addition, as in- 
surers for prepayment health plans, 
medical directors have a role as a 
third party, and Dr. Irving believed 
this should be strictly a financial re- 
lationship. He did feel that medical 
directors should make every effort to 
encourage good employe health care 
services, which in turn might decrease 
non-occupational illnesses without en- 
croaching on the rights of the private 
physician. 

In the matter of periodic health 
check-ups for employes, Dr. Irving 
said that most authorities agree that 
the executive or department head of 





age 40 years or over needs periodic | 


exams at least every two years—at | 
age 50 or over, annually. Of great im- | 


portance is the need to keep these 
examinations confidential; they should 
not be used as an instrument of pro- 
motion or policing. The company 
should ask for special examinations 
for such purposes. 

There is little objective evidence 
linking “stress and strain” to athero- 
sclerosis despite the opinion of most 
practicing physicians that it is a 
major causative factor, Dr. Frederick 
J. Stare, chairman of the department 
of nutrition Harvard University school 
of public health, declared. Stress and 
strain have only recently been studied 
objectively in relation to cardiovascu- 
lar disease, and future researches may 
change this view. 


United Services Life of Washington, 


D. C. declared a 20% stock dividend. 


Reneficia 
THOUGHTS 


Business in the U. S. in 1958 gained 
more than 3 million new customers. This 
fast population growth means higher sales. 
Over the next decade, population will in- 
crease 30 million or more, requiring vast 
outlays for schools, roads, factories, cars, 
houses, foods, drugs, clothing and definite- 
ly, the benefits of life insurance. 


These “Beneficial Facts” give plenty of 
reasons for those of us in the business of 


“life insurance” to be optimistic. 


BENEFICIAL LIFE 
Srsurance a; Company 


Virgil H. Smith, Pres. Salt Lake City, Utah 
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THE DINKLER PLAZA 
Atlanta 





The DINKLER-TUTWILER 





THE DINKLER-TUTWILER 
Birmingham 

THE DINKLER-JEFFERSON DAVIS 
Montgomery 

THE DINKLER-ANDREW JACKSON 
Nashville 

THE ST. CHARLES 

New Orleans 


MOTOR INNS 

THE JAMAICAN 
Jacksonville, Fla. 

THE BELVEDERE and 

THE BELVEDERE ICE RINK 
Atlanta, Georgia 


R yy thee URANTS 

THE L 

ee 

eD R PLAZA America’s Most Exotic, Exciting, 
Exceptional Restaurant in Decades 
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HOTELS - MOTOR INNS - RESTAURANTS 








The DINKLER- 
JEFFERSON DAVIS 











CARLING DINKLER, President 
CARLING DINKLER, JR., V.P. and Gen. Mgr. 
immediate reservation confirmation via Teletype at 
no charge through any Dinkler hotel or representative 
NEW YORK: Clrcle 7-6940 + CHICAGO: MOhawk 4-5100 
WASHINGTON: EXecutive 3-6481 - DETROIT: WOodward 2-2700 





The LUAU 

















$25,000 last year... 
will double in 
next few years! 


HAROLD A. AUBRY, C.L.U. 


Toledo, Ohio 
April 28, 1959 


Mr. F. J. O’Brien, Vice President 
Franklin Lite Insurance Company 
Springfield, Illinois 


Dear O’B: 


The advantages of my Franklin Agency franchise combined with my 
personal sales of $1,000,000 annually guarantee for my family and 
myself an opportunity-loaded present and an unlimited future. 


Last year, my third full year with The Franklin, my reportable 
Franklin earnings exceeded $25,000. But this is only the beginning. 
Experiencing only average growth, these earnings will double 
over the next few years. 


Combining the Franklin Specials, PPIP and HP with the new 
and unique Family Plan gives both the large and small buyer a 
thorough and flexible program of protection and savings—easily 
understood by the client. First interview programming sales are now 
the rule—no longer the exception. This releases the valuable 
time I need for agency building. 


Franklin Life’s highly publicized and challenging goal of One Billion 
Dollars of new Ordinary sales during 1959 is another obvious 
indication of its dynamic sales force and alert Home Office direction. 


O’B, this is only the end of the beginning—future unlimited. 
Cordially, 


Harold A. Aubry, C.L.U. 


An agent cannot long travel at a faster gait than the company he represents! 















Lhe Friendly 
AN ILUT 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 
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